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COMPANIES DISCUSS 
THEIR EXPERIENCE 
IN FIELD MOTORIZING 





Efficiency Effect of Equipping Special 
Agents and Others With Auto- 
mobiles Described 





INTERESTING COST FACTS 


Slight Disadvantages Greatly Out 
weighed By Advantages. Says 
Home; Comment By Others 


A subject under widespread discus 


sion in fire insurance executive officos 
at the present time relates to the use of 

the field The 
debate is whether they 
are adding to the efficiency of the field 


automobiles by forces. 


chief point of 


men; whether the larger territory more 
quickly and easily covered has mad» 
inspection of risks and visits to agents 
more superficial or more valuable; and 
whether the buying of cars by compa- 
nies is as general now as it was a short 
time understood that the 
first motor’ze_ its field 
fore? was the Hartford. 

In order to 


ago. It is 


company to 


ascertain what the com- 


panies are doing in motorizing the 
field and what their present views on 
the subject are The Eastern Under 


writer wrote fo a number of companies 
asking them for their views either for 
publication or to be run anonymously. 
The replies are of genuine interest. 
Home Has 171 Field Cars 

J. T. Dargan, Jr., assistant 
adiuster of the Home, said: 

“At present we own 171 fie'd cars f r 
use of our general, state, special 
agents, adjusters and inspectors, and 
are, Whenever occasion requires, or cir 
cumstances would seem to necessitat? 
increasing the number. 

“An analysis of our cost item under 
this head indicates that the approxi 
mate present expense of operation, in 
cluding the acquisition cost, and, there- 


general 


fore. the item of depreciition, is ten 
cents per mile, though we hardly feel 
that this is an absolutely definite fig- 


vre, as our experience has not yet em 
braced sufficient time to permit us to 
arrive at an absolutely definite or ac 
curete figure, which we will be able 
to obtain say by considering our expor 
ionce for a term of not 
years. 

“Up to the last two years we were 
permitting field men to purchase a car 
of their individual selection or liking 
though inasmuch as we were by reas 
on of this procedure, gradually acquir 
ing a more or less mongrel assortment 
of machines, we deemed it both neces 
sary and expedient, and to our decided. 
interest, to adopt one machine as our 
Standardized field car, same being a 
Light Six coupe roadster costing us ap 
proximately $1,350 delivered in the 


less than five 


east and middle west. 
“We selected a closed car because 
we found field men.would brave all 


(Continued on page 22) 














TOMORROW 


Is not the history of a Company the best 
barometer by which to gauge its future? 


Since 1782 The “Phoenix” has dealt honor- 
ably with the public and has always consid- 
ered the interests of its representatives. 


PHCENIX 


Assurance Company, Ltd., 


of London 
100 William St., New York 


PHCENIX 


Indemnity Company 
75 Maiden Lane, New York 


Yesterday Today 


Tomorrow 








SERVICE and BROKERAGE 
DEPARTMENT 


CHAS. F. ENDERLY, Manager 
122-126 William Street, New York City 


FIRE—AUTOMOBILE—MARINE 





INSURANCE COMPANY OF 
NORTH AMERICA 


PHILADELPHIA 


The Oldest American Fire and Marine 
Insurance Company 




















1867 


EQUITABLE LIFE 


Insurance Company 
OF IOWA 


A Company of Stability and Progress, 
Safety and Liberality 


Admitted 
Assets 


1923 


Insurance in 


Dec. 31 Force 


1912 ............ $12,431,725.00 $ 67,326,327.00 
FEE kis coon even . $44,995,738.00 $313,132,592.80 


The net return paid on funds left with the Company is 4.8 
per cent. 


For information regarding agencies 
Address: Home Office—Des Moines 








NEWARK AGENCIES 
JOIN IN NOVEL 
GROUP MEETING 


Get Together to Discuss Taking Advan- 
tage of Big Life Insurance 
Trust Project 








CO-OPERATING WITH TRUST CO. 





Fidelity Union Trust of Newark Using 
Remarkable “Ads” Urging Public 
to Buy More Insurance 


On 


Monday morning of this week 
the combined agencies at Newark, N. 
J. of the Equitable Life of Iowa, the 
Connecticut Mutual Life and the Con- 
necticut General Life, met in the offi- 
ces of General Agent Paul R. Wendt, 
of the Equitable of Iowa, in the Essex 


building for a joint agency conference, 


The mecting was not exactly unique, 
but it was a very interesting event 
and highly sivnificant of two import- 
ent developments in life insurance. 


The 


ing 


principal speaker at the meet, 
Officer Me 


Union 


was Assistant 
Dowell of the 
Co, Newark 


ipsurance 


Trust 
Fidelity 
who 


Trust 
the life 
company 


discused 


trust plan of the 
explained the extensive 
that the company 


lovnehed in connection with it. 


and advertis- 


ire campaign has 
These 
selling talks 

among the 
markable of the kind that have 
been One of 


edvertisements are dircet 
on life irsvrarece and ar? 


rost r 


ever pub'ished. these 


is described below. 


Trust Idea Taking Big Hold 
The lite insurance trust idea is tak 
ing a big hold on Loth the publie and 
life insurance salesnen. The opposi- 


tion that some life insurance men felt 


the big 
trust 


has largely given before 
the 


effort to 


way 
publicity campaigns of com- 
panies 
of the 
trust work 

Among other speakers at 
ing were W. W 
agent of the 
S. B. 
necticut 
ing Mr. 

“Mr. 


and their keep out 


actual life insurance end of the 
the 


Garrabrandt, 


meet- 
general 
Connecticut General and 
the 
Mutual. Speaking of the meet- 
Wendt said: 

Rote, Mr. 


are looking forward to 


Rote, general agent of Con- 


and I 
joint 
seems to me 


Garrabrandt 
more 
meetings of this sort. It 
the idea of three agencies meeting to- 
this shows the 
the relations 
of life men that has been so often woe- 
fully lecking in the past.” 
Fidelity Union “Ads” 

A remarkable advertisement was re 
cently inserted in the daily papers by 
the Fidelity Union Trust Co., 
the campaign off. It about 
page in size and 


gether in fashion new 


spirit of cooperation in 


to start 
half 
display 


was 
carried two 


ee ae 
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lines: “Have You Had Your Life In- 
sured?” “Are You Carrying All the In- 
surance You Can?” Displayed in the 
center of the “ad” was the following: 

There are many reasons why you 
should carry life insurance. They are 
fundamental. They apply to everyone. 
Take out insurance now— 

1. To protect your family. 

2. To provide for old age. 


3. To assure an income for benefi- 
ciaries. 

4. To serve as security for a loan. 

5. To pay off a mortgage. 

6. To pay inheritance taxes. 

7. To provide a personal income 
after a certain age. 


8. To protect partnerships, etc. 


9. To provide a fund for your 
children’s education. 
10. To provide an income in case of 


total disability. 

Any delay in obtaining insurance in 
volves additional expense—the young 
er you are, the lower the rates—and 
risk; the older you-.are the greater is 
the necessity for this protection. Re- 
member, also, that an insurance policy 
does not take effect until the first pre- 
mium is paid. Consult an insurance 
agent at once; make your application 
and, with it, pay your first premium. 





H. W. MANNING ADVANCED 





Popular Canadian Underwriter’ Be- 
comes Assistant Supervisor of Agen- 
cies of North American Life 





The North American Life of Canada 
has appointed H. W. Manning assist- 
ant supervisor of agencies. Mr. Man 
ning has had a meteoric rise in the 
life insurance business. Four years 
ago he was in charge of the publicity 
department of the North American 
Life. He was so good that he was 
put on direct production and becam2 
manager of the Toronto agency. This 
agency has since been among the lead- 
ers of the company. 

Mr. Manning has been active in the 
Life Underwriters’ Association of Can- 
ada, is one of the favorite speakers of 
the association and last year was se- 
lected to conduct the life insurance 
salesmanship course in the Y. M. C. 
A. at Toronto. 





CHANGE OF PREMIUM BASIS 





Missouri State Life Adopts New Sys- 
tem of Handling Cases Involving 
Premium Payments 





The Missouri State Life of St. Louis 
has made a distinct change in its 
method of handling policies which are 
applied for on an annual premium basis 
but which later the applicant decides 
to pay for on a semi-annual or quarterly 
basis. The practice has been to return 
such policy to the home office to be 
rewritten on the proper basis, costing 
much time and trouble for the policy 
department. Under the new plan the 
policy is delivered and a temporary 
receipt furnished the applicant for the 
amount paid, provided he signs the spe- 
cial change of premium payment form 
prepared by the company. This form 
is signed in duplicate, the home office 
later returning one copy to the appli- 
cant to keep with his policy. 





GIVE SHEPARD HOMANS A PARTY 
Members of the Prosser & Homans 
agency of the Equitable Society in 
New York, gave “Shep” Homans a 
birthday party last week in connec- 
tion with which members of the 
agency wrote $3,000,000 insurance. 





TO JOIN IN PHILADELPHIA 
Stewart Anderson, of the Penn Mut- 
ual, has applied for membership in the 
Philadelphia Association of Life Under- 
writers. 
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PROSPECTS 





We are giving them to our salesmen at the rate of 


40,000 PER YEAR 








Established 
| 1879 





We Help Our Salesmen 
BANKERS LIFE COMPANY 


Des Moines 


Geo. Kuhns 
President 











LOWELL LIFE MEN MEET 





Live Sales Talks Feature First Fall 
Meeting of Underwriters 
Last Week 





The Lowell Life Underwriters Asso- 
ciation held its first fall meeting on Oc- 
tober 11, in Lowell, Mass., at which 
were present a large number of mem- 
bers and guests. Many interesting 
sales talks were heard. 

Among the speakers who addressed 
the Association meeting were: William 
G. Good, the leading agent of the John 
Hancock in weekly production; Will- 
jam R. Nealon, deputy superintendent 
of the Metropolitan Life; Chipman O. 
Leadbetter, of the Metropolitan Life, 
and Daniel A. Wholey, of the 
Hancock. 

After the conclusion of the regular 
program George H. Spillane, superin- 
tendent of the John Hancock, spoke of 
the relation of the association to busi- 
ness activity. 


John 


AETNA GETS INJUNCTION 





Missouri Court Restrains Comm. Hyde 
From Revoking License in Lonnie 
Gibbs Case 





St. Louis, October 17.—Federal Dis- 
trict Judge Van Valkenburg at Kansas 
City Tuesday issued a permanent in- 
junction restraining Superintendent 
Hyde from carrying out his threat to 
revoke the license of the Aetna Life 
for transferring Lonnie Gibbs policy 
suit to Federal Court. Assistant Attor- 
ney General Otto appeared and _ filed 
stipulation admitting that Missouri 
Statute under which Hyde attempted 
to proceed is unconstitutional, where- 
upon court entered injunction. Lon O. 
Hocker represented the Aetna. 


ANOTHER BASEBALL STAR 
Grover Alexander, best pitcher of the 
Chicago Cubs, will enter life insurance 
after the season ends. He will open an 
office in the Lytton Building, 14 East 
Jackson Boulevard, and will sell for the 

Equitable Life Assurance Society. 




















address: 


T. LOUIS HANSEN, 
Vice-President 


Home Office: - . : 





Helping The Man 
With The Rate Book 


LEADS—real, live, business-getting leads on the right 
kind of prospects—are supplied to Guardian Agents 
and help them save time and increase their production. 


This is only a part of The Guardian’s broad program 
of Agency cooperation. If you want to know the whole 
story of what this Company is doing for its field men, 


or 


The Guardian Life Insurance 
Company of America 


Established 1860 under the Laws of the State of New York 


GEO. L. HUNT, 
Supt. of Agencies 


50 Union Square, New York 























FRANK J. HAIGHT | 


CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, Iowa 
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JOINS STATE PENSION BODY 





E. S. Cogswell Made Secretary of Com. 
mission to Investigate Old Age 
Pensions 





Edmund 8. Cogswell, well known jp 
New England insurance circles and 
formerly connected with the actuaria| 
department of the New England Muty. 
al Life and for some years a deputy 
insurance commissioner of Massachy. 
setts, has been appointed secretary 
of the commission on old age pensions 
created by a law passed by the last 
legislature. Former Commissioner 
Frank H. Hardison is chairman of the 
commission. An appropriation of $15,. 
000 has been made for the commission 
to enable it to make an intensive study 
of old age in the Commonwealth and 
forms of pensions. Mr. Cogswell’s ap 
pointment was effective October 15, 





FRANK H. STRATTON DEAD 





Prominent Boston Life Underwriter 
Long Active in Insurance Circ!es; 
Ill For Some Time 





Frank H. Stratton, general agent at 
Boston for the Equitable Life Assur 
ance Society. died in a Concord gsana- 
torium on Friday. He had been in 
poor health for some time. Mr. Strat- 
ton was a former president of the Bos- 
ton Association of Life Underwriters 
and has been prominent in Boston in- 
surance circles for many years. 





AMER. NATIONAL’S NEW POLICY 





Galveston Company Brings Out Con. 
tract Combining Disability and In- 
Come Features 





The American National of Galves- 
ton, Tex., has just brought out a new 
policy called “The Life Income Endow- 
ment” which Agency Manager C. Hu- 
bert Anderson describes as covering 
the three permanent hazards confront: 
ing human life—premature death, to- 
tal or permanent disability and old age. 
The policy may be sold to mature at 
either age 65 or 60. The disability 
clause has been extended to age 65. 





HOMER G. HEWITT ADVANCED 





Rapid Rise of Assistant Superintendent 
of Agents of Northwestern 
National Life 





Homer G. Hewitt has been made as 
sistant superintendent of agents of the 
Northwestern National Life. Mr. Hew 
itt was field manager of the H. O. Wil 
helm agency of the company at Omaha, 
which wrote $7,300,000 last year and 
has averaged $600,000 monthly for the 
past twelve months. ; 

Mr. Hewitt is a graduate of the Uni 
versity of Nebraska and is also a grat- 


uate of the same_ university’s law 
school. He taught school in Nebraska 


for three years, was superintendent of 
schools and later practiced law, when 
Mr. Wilhelm persuaded him to enter 
the life insurance business for which 
he has demonstrated a marked ability. 





DINE PACIFIC MUTUAL OFFICERS 

Home office officials of the Pacific 
Mutual Life visiting at Philadelphia 
last week were guests at a luncheon 
at the Bellevue-Stratford. Joseph C 
Staples, who has been manager at Phil- 
adelphia for more than a quarter of 4 
century was presented with a diamond 
pin. 
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Growing Interest In 
Bequest Insurance 


MORE EDUCATION NEEDED 





Views of William J. Graham, Second 
Vice-President Equitable Life 
Assurance Society 





In discussing life insurance for be- 
quests William J. Graham, second vice- 
president of the Equitable Life Assur- 
ance Society, who is one of the com- 
pany executives who have been follow- 
ing this situation closely, said to The 
Eastern Underwriter this week: 

“The use of life insurance for be- 
quests will develop as the public is edu- 
cated first to a consciousness of the 
wants of the other fellow and to a de- 
sire to help; and secondly as the util- 
ity of life insurance to amortize a bene- 
faction of this kind into small premium 
payments to cease with death, becomes 
better known. Life insurance is in a 
particular way the great amortization 
scheme. 

“By means of it the individual pro- 
vides in his yearly premiums moneys 
to carry on his life’s objectives or pay 
his debts to dependents or discharge 
his obligations or benefactions. The 
great growth of life insurance for In- 
heritance Tax purposes is chargeable 
to no small extent to emphasis of the 
amortization principle behind life in- 
surance, by means of which for a small 
annual premium to be discontinued at 
death, moneys for these debts are made 
available. 

‘Looking again to Inheritance Tax 
work for a parallel, it might be stated 
that advice on this subject is more in 
line with the work of the bank or of 
the lawyer than of the insurance agent. 
This is true, but while the bank and 
the attorney await the initiative from 
the client, the insurance agent is the 
one medium for stirring up the reluc- 
tant individual to a realization of the 
affairs of his estate. So in the matter 
of bequests, the agent may well be 
looked to by philanthropies and founda- 
tions and charities to carry to willing 
ears the thought of including in their 
estates and making part of their life 
work, a benefaction to be covered by 
the life insurance policy. The endorse- 
ment given to this movement by such 
men as Dr. Keppel of the Carnegie 
Foundation and Ralph Hayes of the 
New York Community Trust is convinc- 
ing from the standpoint of organized 
philanthropy and business-life financing 
of such charities. 

“A great deal of education and, I 
might say propaganda, will be in order 
before a substantial amount of life in- 
surance business can be expected in 
the form of bequest insurance. The 
life insurance agent being a commis- 
sion man must balance his good inten- 
tions and desire to serve in this direc- 
tion with the necessity for getting con- 
crete results from his work. I think 
he will find, however, that bequest in- 
surance gives him a good introduction 
With the kind of people who will inci- 
dentally be found of value as insurance 
prospects for other forms of insurance. 

“In the meantime, New York and its 
environs can look to Ralph Hayes for 
that intelligent publicity and leadership 
in this application of life insurance 
that has marked his whole career and 
which has served to bring him to New 
York at the solicitation of eight import- 
ant banks and trust companies to de- 
velop every phase of the Community 
Trust work. Let us ‘tell the world’ 
about bequest insurance.” 





AMERICAN LIFE CONVENTION 
The account of the proceedings of the 
American Life Convention which was 
held at Hotel Fort Des Moines, 
Des Moines, Ia., this week will appear 
i an extra edition of The Eastern 
acerwriter, dated Saturday, October 











WILLIAM E. GLADSTONE 


Gladstone was a statesman, and looked 
the part. His make-up savored of the owl— 
piercing eyes, aquiline nose, thin oratorical 
lips, retreating forehead, grey hair, side 
whiskers, goatee—wisdom personified. Eng- 


land honors him as one of her greatest sons. 


He answered the call of duty. Though 
literature lured him, his country’s legislative 
need received his services. Most of his life 
he dedicated to improvement of the govern- 


ment. 


Of course, to understand law-making is to 
understand the urgent requirements of the 
individual. Hence, you may be sure, such a 
man of depth could not fail to observe the 
inestimable benefit of family security. Of 
this he stated: “I dare say there are not 
many who know to what an extraordinary 
extent the public are dependent on life 


insurance.” 


The Prudential 


Insurance Company of America 
EDWARD D, DUFFIELD, President 
‘Home Office, Newark, New Jerseys 








Clever Exhibit Is 
Staged in Philadelphia 


LETTERS FROM TOWN’S BIG MEN 





All Praise Insurance; Big Room Needed 
for Display of Their Testimonials 
and Pictures 





That progressive Philadelphia Asso- 
ciation of Life Underwriters, which 
pulls off those wonderful Sales Con- 
gresses which eight years ago first 
gave a practical demonstration of insti- 
tutional advertising and which is gen- 
erally engrossed by some live, shappy 
topic (right now it is a discussion of 
those advisory boards of Tom Donald- 
son and Sam McCulloch, the commis- 
sioner and the former commissioner), 
has pulled off a new one. 

This time it is an exhibit of life in- 
surance testimonials from men right at 
the top in government, finance, busi- 
ness and religion. These testimonials, 
hot off the griddle, personally solicited 
by and sent to the Philadelphia associa- 
tion, were shown nicely tacked on to 
the walls of one of the big rooms of 
the Hotel Bellevue-Stratford, Philadel- 
phia; along with large photographs of 
the men who sent the letters. The ex- 
hibit was followed by a banquet and 
the event took place on Thursday night 
of last week. The whole affair was as 
artistically gotten up and presented as 
if a new art exhibit were being shown 
~-that is, the lighting was just right; 
the arrangement just right; the set- 
ting just right. Each letter and _ pic- 
ture of each distinguished man had 
lots of elbow room. 


Unprotected Assets of Industry No 
Longer Conceivable 
From Julius T. Barnes, president of 
the United States Chamber of Com- 
merce, this was received: 
“It is inconceivable that industry and 
commerce should not’ protect their 


physical property by insurance. Yet 
human assets have, generally speaking, 
been unprotected heretofrore.. Busi- 


ness owes itself and its future growth 
adequate insurance against losses 
which may result from the death of 
an official, partner or key man. Busi- 
ness life insurance helps tide over the 
period of adjustment caused by their 
departure. It tends towards stability 
of operations in those cases where the 
great leveler of humanity claims mas- 
ter minds.” 

Charles P. Vaughan, president of the 
Philadelphia Chamber of Commerce, 
said: “To my mind life insurance is 
one of the most remarkable assets 
which any person may acquire, either 
in the form of endowment which may 
accrue in later years to the insurer's 
own age, or ordinary life which may 
accrue to his beneficiaries. There 
seems to be existing no better or safer 
means of investment, or of adding to 
one’s estate, or providing for one’s fam- 
ily than this method of life insurance. 
tood judgment dictates the necessity 
for every person protecting himself and 
his family in this way, and beginning 
as early in the period of his life as 
possible to do and adding thereto as 
his means allow.” 

President of Credit Men’s Associat on 

W. T. Snider of St. Louis, president 
of the Retail Credit Men’s Association, 
one of the best boosters of insurance 
in America, opened his letter by tell- 
ing of the growing recognition of bus 
iness life insurance as a_ necessity. 
It is valuable to a business and 
strengthens its credit standing. 

“Progressive, wide-awake merchants 
are realizing the value of this form of 
insurance and are taking advantag= of 
the opportunity to protect their insti- 
tutions against loss by death of an 
officer when it will be deprived of his 
active services, especially during the 
time covering the adjustment,” he 
said. “Many institutions are _ built 
around one or more aificers. When 
time comes when they are deprived of 

(Continued on page 8) 
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R sults Under Term 
Convertible Policies 
VERY 


MORTALITY FAVORABLE 





Actuary Papps Gives Mutual Benefit 
Experience; Impaired Risks Make 
Own Selection 


in 1906 the Mutual Benefit commenc- 
ed to issue a five year term policy 
with the privilege of conversion limit 
od to the first four years. Although 
not guaranteed in the contract the pri 
vilege of Conversion was allowed with- 
in the days of grace allowed for the 
payment of the fifth premium. The 
company has recently investigated the 
mortality experience under these pol- 
icies both during the time when the 
| policies continued as term insurance 
and also after conversion and the re 
sults of the investigation were given 
py Actuary P. C. H. Papps of the com- 
pany before the Actuarial Society at 
Toronto, 

The percentage of actual to expected 
mortality, on both American Men and 
the American Experience tables, indi- 
cates that the company has had a very 
satisfactory experience so far es the 
mortality prior to the conversion of the 
term policies is concerned. This is 
probably due to the fact that the com- 
pany has not been willing to accent, 
on the term plan, certain cases 
which it has been willing to accept 
at standard rates on higher premium 
plans. In other words, it has recog 
nized the known tendency of poor r 
risks to insure on the cheapest plans 
and has been careful to i sie term 
insurance only to those applicants wo 
are considered to be well up to the 
company’s standard of acceptability. 

Mortality After Co version 

In studying the mortality under con- 
verted policies the expected deaths ar» 
computed according to the duration 
from the original date of issue. The 
actual deaths are also recorded in the 
proper policy year dating from the da‘® 
of the original term policy. In some 
few cases conversion was allowed af 
ter the four years and one month had 
expired, and in such cases the company 
was furnished with a new medical ° x- 
amination. These cases were few in 
number and were eliminated from the 
exverience so that in all cases the 
converted policy experience dat’ s from 
the medical examination for the orig- 
inal policy. 

Mr. Papps said it is striking to find 
that the mortality during the first 
four policy years is considerably high 
er under converted policies than un- 
der the term contracts. The insured 
would have been equally well protec- 
ted by the term policies. It suggests 
the thought that some of the:e policy 
holders, realizing that they were in 
impaired health. feared to trust to the 
protection of the term policy, where 
the insurance was limited to five years, 
and, therefore, lost no time in convert- 
n= to a more permanent form of. in 
“renee. In view of the low rate cf 
mortality during the fifth year, if ap 
Dears that if the suggested selection 
did take place the insured w re eo sid 
erably more ontimis‘ic as to future dur 
‘tion of their lives than the subseque t 
facts warranted. 











GIFT FOR JOSEPH C. STAPLES 
At a luncheon given at the Bellevue- 
Stratferd Hotel on We dnesday in hon- 
or of Home Office officials of the Pacif- 
© Mutual Life Insurance Company, 
‘te the most intere ting incident ws 
the presentation of a diamond pin to 
Joseph C, Staples who has been Phila 
lelphia manager for *v ra avarter cf 
@ century. Frank R. Mooney, vice- 
Mrsident of the Pacific Mutnal when 
making the presomteticn referred to 
- recipient as Jeseph Loyalty Stup 
8 Addresses were alvo made by 
William Co'lins supervicor of fir'd 
forces and a number of other life un- 
derwriters, 

















MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


of Springfield, Massachusetts 


Incorporated in 1851 





Unexcelled policy contracts, efficient life insurance service, and a 
net cost that is notably low—these are three of the reasons why the 
name Massachusetts Mutual is synonymous in the mind of the insuring 
public with all that is best in life insurance. During the seventy-two 
years of the Company’s history its policyholders have ever been its loyal 
friends and its enthusiastic advertisers. 





JOSEPH C. BEHAN, Superintendent of Agencies 























A Complete Short Course 
in Selling from a New 
Angle----The Twentieth 
Century Answer to All 
Sales Problems. 


CREATIVE 
SALESMANSHIP 


HERBERT W. HESS 





CREATIVE 
SALESMANSHIP 


By HERBERT W. HESS, Ph.D. 


University of Pennsylvania 
Author of 
PRODUCTIVE ADVERTISING 


Illustrated. 339 Pages. 


This book will open the eyes of business men, sales managers and salesmen 
to the unlimited possibilities in their particular lines when they approach 
and study their problems properly. It defines the human processes 
needful for modern business survival and brings together in one volume 
the principles and practices upon which successful selling must be built. 
It is a new scientific approach to all distribution problems. Filled with 
practical suggestions. 

Prof. Hess has based his work upon the bed-rock principles of successful 
business as it is carried on now and will be in the future. It has already 
The Buffalo Commercial 
writes: “If the average knight of the road would buy a copy of this book, 
spend his spare moments reading and digesting it and then go out and 
put its theories into practice, it would be difficult to say how far he might 


not go and what high goa! he might not reach.” 


received the endorsement of many business men. 


PRICE $3.65, POSTPAID Send Your Orders At Once to 


THE EASTERN UNDERWRITER 


86 FULTON €T. NEW YORK 




















Provident Mutual 


Life Insurance Company 
of Philadelphia 


PENNSYLVANIA 
FOUNDED 1865 


The new policy contracts of the Provident Mutual make it easy for 
an agent to fit a policy to a definite need of his policyholder. 





The policyholder also finds it easy to understand that his particular 
purpose in taking the policy will be definitely carried out. 


These policies are thus admirably adapted to an Insurance Pro- 
gramme—for the protection of the policyholder’s family or of his own 
old age, through income—for the education of his children—for the pro- 
tection of his business or of his estate—for the cancellation of a mort- 
gage or other debts. 














Variations in 
Group Experience 


RISKS 
Cammack Presents Valuable 
Study of Mortality Under 
Different Classes 


LARGE FLUCTUATE 


KE. E. 





Experience under group policies was 
d’scussed before the Actuarial Society 
of America at Toronto, by E. E. Cam- 
mack, actuary of the Aetna Life, in 
which he presented some valuable com- 
pilations and tables. He emphasized 
the thought that great care should be 
exercised in drawing conclusions from 
group mortality experience because the 
mortality on a large risk and one ap- 
parently first class is liable to run per- 
sistently for one cause or another very 
much less favorably than for the class 
to which it belongs. Mr. Cammack 
presented a detailed analysis of the 
combined experience of six compa- 
nies over the period 1913-1922. As 
in a similar report made in 1921, 
he gave the experience by policy 
years and for various industries both 
under policies where employer pays 
the premium and under those where 
the employees contribute towards 
the premium; an analysis of deaths 
by cause for four large industries 
and the death-rate from accident and 
suicide for each industry are also 


shown. Of particular interest is the 
Total and Permanent Disability experi- 
ence. The disability cases approved 


throughout 1917 was only 2.7% of those 
“exnected” by Hunter’s D'‘sability table, 
4.7% for 1918, 7.9% for 1919, 14.9% for 
1920, 42.0% for 1921 and 53.9% for 1922. 
The rapid increase is ascribed to a bet- 
ter understanding of the disability pro- 
v sions of the policies. Another phase 
of group experience brought out in this 
report is the high rate of mortality on 
converted policies,—-policies changed to 
permanent plans on resignation of em- 
ployees; the mortality was found to be, 
in the aggregate, about three times the 
“expected” by the A. M. (5) table and 
wes part'cularly high in the lower 
ages and in the early policy-years. 
Experience on One Risk 

The mortality fluctuates quite vio- 
lently for big risks as well as for smal! 
ones and this will happen not only in 
epidemic years, but also in years when 
there is apparently no particular cause 
for a high rate of mortality. The prac- 
tical underwriter has to be very cau- 
tious, therefore, in the making of rates 
and also in the adjustment’ of 
cost through dividend distribution or 
through an experience rating plan if 
increases in rate, which are always 
very disturbing, are to be avoided 
later on. 

These facts will be well illustrated 
by an experience in the automobile in- 
dustry. <A certain industry class shows 
137,527 years of exposure with 854 ac- 
tval deaths. The deaths are 91.5% of 
the exnected. Of this exposure, no less 
than 89,023 years belong to one policy, 
that of an automobile manufacturer in 
the Middle West. The experience un- 
der this policy is shown below. 





Calendar Actual Ratio to 
Year F.xposur Deaths expected 
l ) 1 1] 
776 15 9 
) 4.271 4 101 
7 504 37 924) 
19 782 61 1 
14 3a) 64 - 
) 17.662 129 1 
15.832 70 
14 077 a8 1117 


8Y 023 498 101.3% 

It is to be noted that while the ex- 
perience under the whole class was 
$1.5% of the expected, the exver’ence 
vnder this Group policy was 101.3% of 
the exvected. It is also to be noted 
that the actual deaths were 78.9% of 
the exnected in 1919 and 132.7% of the 
exnected in 1920. This shows what a 
wide fluctuation in claims occurs even 
in large risks. 

Having regard to the broad coverage 
furnished under Group policies, it is 
surprising that a higher rate of mortal- 

(Continued on page 8) 
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Life Span of City 
Negroes Broadening 


REVERSES 





FORMER BELIEF 





Once Thought Dark Race Could Not 
Survive Urban Life; Metropolitan 
Life Statistics 





The concentration of colored peo- 
ple in cities in the South as well as 
the North, a movement that has been 
with increased rapidity for 
has in the past caused 
many vital statisticians to predict the 
extinction of the city negro 
grounds that they could not 
under city conditions. Dr. 
Louis I. Dublin, statistician of the Met- 
ropolitan Life, points out in a statisti- 
cal bulletin that for years there seemed 
to be a marked tendency toward in- 
crease in the death rate of urbanized 
negroes with an accompanying excess 
of deaths over births. 

But the plain facts for recent years 
are entirely opposed to this view, and 
this can best be seen from the mor- 
tality records of negroes insured in 
the industrial department of the Metro- 
politan Life, These negroes are, for 
the most part, urban dwellers in south- 
ern as well as northern communities. 


going on 


some years, 


ultimate 
on the 
survive 


Life-tables show more fittingly than 
do other measures of mortality just 
what changes occur from time to time 
in the expected after-lifespan of popu- 
lation groups. In the two years, 1911- 
1912, the expected lifespan for colored 
male policyholders at age ten was 41.32 
vears; in 1922, the expectation was 
46.74 years, an increase of about 514 
years or 13.1 per cent. This broad- 
ening of the lifespan among negro 
males may be compared with an in- 
crease of 6.3 years or 13.8 per cent 
for insured white males over the same 
period. Among negro females at age 
ten the expectation increased from 


41.30 vears in 1911-1912 to 46.07 years 
in 1922, which is a gain of about 5 
years or 11.5 per cent. This is a de- 
cidedly better record than the in 
crease of 3.8 years: or 7.5 per cent, 
for insured white females. 


These figures show what has happen- 
ed to promote the general well-being 
of the American negro. When the life- 
span of a people lengthens by as much 
as five years over a decade, it is in- 
dicative of far-reaching changes in 
conditions of life and labor. There is 
no longer any room for the gloomy 
pessimism respecting the  negro’s 
chance for survival. The members of 
this race have benefited decidedly and 
are improving their longevity ‘pros- 
pect constantly from wider economic 
opportunities and from public health 
measures. 

The northward migration of the race 
in recent years has probably not had 
any effcct, adverselv or otherwise, up- 
on the mortality rates of this insured 
group. In 1922, 41 per cent of the com. 
pany’s business on negro lives was 
done in the south and southwest, and 
while this figure is slightly less than 
that for former vears the change of 
residence has apparently not had any 
effect on the life-expectancy figures 
quoted above.The fact is that north and 
south, the condition of the urban ne- 
gro has steadily improved and there 


is no indication that this tendency 
will slacken. While negro mortality is 
still much in excess of that among 
white persons, the gap between the 
rates for the two races is being closed. 
Tuberculosis, typhoid fever, malaria 
and other diseases which were respon- 
sible for excessive death rates among 
negroes a decade ago are being brought 
under control. This is being accom- 
“plished by the organized public health 
movement and by the negroes them- 
selves through their press and other 
facilities for dissemination of instruc- 
tion in hygiene. The most powerful 
factor of all, however, is the rise in 
the level of well-being for the negro 
brought about by better economic con- 
ditions. 





THE PRUDENTIAL LOANS 





During September Over $5,000,000 Was 
Put Out On New Construction 
Mortgages 





The Prudential loaned $5,012,000 for 
new construction during September. 
This sum will help provide accommoda- 
tions for 1,692 families. 

Since January 1 The Prudential has 
made building loans totaling $39,481,- 
560, by which 13,051 families will be 
housed when the building operations 
are completed. This amount igs $5,444,- 
000 more than last year. 

In addition to its loans for dwellings 
the company in September made farm 
loans totaling $4,745,500. 





BANKERS LIFE RECORD 

The Bankers Life of Des Moines has 
just passed the total of $100,000,000.00 
in new business for 1923. This is 
ahead of the previous record for the 
company. 

The record of paid for business for 
the first nine months of 1923 shows 
a total of $81,319,534 as compared with 
$78,000,189 for the first nine months 
of 1922. This was a gain of $3,319,345. 

Comparing the first nine months of 
1923 with the first nine months of 1921, 
the gain is $6,066,372. The total for 


the first nine months of 1921 was $75,- 
253,162. 





All 
Insurance Men 


Write to Mabel D. Olmstead, 
1201 Standard Trust Bldg., 
Chicago, Illinois (Dept. B), 
for free samples of clever 
insurance circulars that have 
proved value in securing 
prospects: 


“In Just a Minute’”’ 
(Health and Accident) 


“Baby Letter’’ 
(Life) 
“Vanity Fair’ 
(General Insurance) 


“The Things Men Live For’ 
(Life) 




















Has 


to develop and hold their business. 


John Barker, Vice-President 








Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
GEORGE H. TUCKER, President 


This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 

always rendered the highest grade of service to its policyholders. 

Has always extended reasonable assistance 


Its policy contracts give to each individual insurer full protection, safeguarding, at 
the same time, the interest of all its policyholders. 


and encouragement to its representatives 


Frederic H. Rhodes, Vice-President 
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The 
Chicago Evening Post 














THE CHICAGO EVENING POST 
will publish on December 31st, as 
nearly as possible, a complete Insur- 
ance Review of the year 1923. 


More insurance news and insurance 
advertising is carried in the POST 
than any other daily newspaper, and 
three times as much as all the other 
Chicago papers combined, both 
morning and evening. 

Advertising space in this edition 
should be reserved early. For par- 
ticulars, address 


























MR. FRANK F. LOOMIS 
EDITOR AND MANAGER INSURANCE DEP’T. 


THE CHICAGO EVENING POST 
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Analysis of High 
Blood Pressure Cases 
NEW YORK LIFE’S EXPERIENCE 








Special Studies Also Made of Cases 
Involving Other Impairments With 
Blood Pressure 





The experience of the New York Life 
with risks involving high blood pres- 
sure were discussed before the Actu- 
arial Society of America at Toronto in 
a joint paper by Arthur Hunter, ac- 
tuary and Dr. O. H. Rogers, medical 
director of the New York Life. Since 
1907 the company has been taking the 
systolic blood pressure of applicants 
for insurance and has been accepting 
risks on underaverage plans when it 
exceeded the normal, There were ex- 
posed to risk 2,838 cases, including 
some with other impairments of lit- 
tle importance. In this group the ex- 
pected deaths were 83.2 per cent while 
the actual deaths were 149 per cent 
with a ratio of actual to expected of 
179 per cent. Of the deaths 33 per 
cent were due to heart disease, 15 per 
cent to Bright’s disease and 15 per 
cent to apoplexy. 

The average age at entry was high, 
being 43 against the average of 37 
among assured generally. A compari- 
gon of similar records of the North- 
western Mutual Life shows similar re 
sults. 

“This study indicates that our rat- 
ings for high blood pressure, as given 
jn a previous paper, are low,” the re- 
port states, “ and we intend to increase 
them to bring them more nearly into 
agreement with the facts now publish- 
ed. Such a change in our standards 
will probably be temporary because the 
result of the investigation now being 
undertaken by the joint committee on 
mortality may call for other changes. 

While in many of our groups com- 
pounded of two impairments the data 
are scanty, it seems desirable to pub- 
lish the experience in as many of them 
as may throw any fairly dependable 
light on the subject. Three groups are 
of this sort. In these it would be ¢x- 
pected that the impairment in question, 
plus a higher arterial tension than the 
normal, would show a higher mortal- 
ity in combination than the sum of 
the separate impairments. 


Involving Overweight 


The first of these is a group of in- 
sured about 30 per cent above the av- 
erage weight, whose abdominal girth 
was slightly greater than that of the 
chest and whose blood pressure was 
25 mm. above the average. There 
were 334 cases studied involving over- 
weight. The ratings for the high blood 
Pressure alone averaged 30 per cent 
and for build alone 45 per cent so that 
the mortality experience was high2r 
than that covered by the sum of the 
ratings for the separate impairments. 
Actual deaths were 28, expected deaths 
13.3 with a ratio of actual to expected 
of 211 per cent. 

Involving a complication of albumin- 
uria, there were 423 cases with 26 ac- 
tual deaths and 8.9 expected making 
a ratio of actual to expected of 29 per 
cent. The average rating for the blood 
Pressure alone was 30 per cent, and for 
the albuminuria alone 50 per cent—an 
expected extra mortality of 80 per cent 
against an actual of 190 per cent. 
While the material is not large, the re- 
sults correspond with our expectation 
that the mortality from the two im- 
Pairments would be greater than the 
sum of the mortalities for the individ- 
ual impairments. Of the deaths there 
Were 40 per cent from Bright’s disease. 

Another group studied was 921 cases 
involving a heart murmur. There were 
38 deaths against an expected of 17.1 
Producing a ratio of 220 per cent. The 
average rating for blood pressure 





tives. 


Independence Square 





THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it renders 
to its members and to its field representa- 


Back of your independence it is ready to 
stand as an economic bulwark. 


The Penn Mutual Life Insurance Co. 


Philadelphia 








among the foregoing cases was 25 per 
cent and for the mitral regurgitation 
75 per cent, an extra mortality of 100 
per cent against the extra mortality 
experience of 120 per cent. The num- 
ber of cases is not large and the dif- 
ference between the actual and the ex- 
pected for the combined impairments 
may be too small to justify very defi- 
nite conclusions. It may be noted 
that more than half the deaths in this 
group were from heart disease. 
“Several of the foregoing studies 
deal with double impairments,” states 
the paper in conclusion. “It is along 
this line that additional information is 
much needed. We now have trust- 


effect of two or more impairments is 
known still but little, except in such 
outstanding instances as_ tuberculous 
family history with light weight, and 
heart murmurs with a history of rheu- 
matism. In most of the double im- 
pairments we base our judgment on our 
knowledge of the component factors. 
This is better than to depend upon 
our unaided impressions. But we 
should have all the light we can get re- 
garding them and, as even the largest 
companies have only a comparatively 
small experience with double impair- 
ments, it seems justifiable to publish 
such material as has been used in this 
paper, in the hope that out of all our 


worthy information about most of the 


experience we may obtain trustworthy 
principal simple inpairments, but the 


guides for our use in the future.” 








EQUITABLE ANSWERS QUERIES 

The Equitable Life Assurance Society offers the following questions and 
answers for the benefit of its agency force: 

Question—If insurance is taken out by a corporation on the life of the guar- 
antor of a debt to the corporation, can the premiums paid be deducted by the 
corporations as a business expense under the Federal Income Tax law? 

Answer— Yes. 

Question—If i. debtor assigns a life insurance policy to a creditor as security 
for a loan granted by the creditor, and the creditor thereafter pays the premiums 
in order to protect the loan, are such premiums deductible by the creditor as a 
business expense under the Federal Income Tax law? 

Answer— Yes. 

Question—Is the interest paid on policy loans deductible as an expense under 
the Federal Income Tax law? 

Answer—Yes. 

Question—Are premiums paid for Group Insurance deductible as a business 
expense under the Federal Income Tax law? 

Answer—Yes. 

Question—Is the amount of Group Insurance premiums on each individual 
life held to be income to the employee under the Federal Income Tax law? 

Answer—No. 

Question—Are premiums paid by a corporation for insurance on the life of 
an officer under which the corporation is in no sense a beneficiary deductible by 
the corporation as a business expense under the Federal Income Tax law? 

Answer—Yes, but the amount of the premiums constitute taxable income to 
such officer, except under Group Insurance. 

Question—Are premiums paid on a life insurance policy allowable deductions 
when the beneficiary is a charitable corporation and exempt from tax? 

Answer—Yes, under the Federal Income Tax law such premiums are deducti- 
ble provided the beneficiary named cannot be changed at the option of the insured 
and the sum of the annual premiums plus other allowable charitable contribu- 
tions do not exceed 15% of the taxpayer’s net income. 

Question—Are premiums paid by a corporation for a life insurance policy 
on the life of an officer for the purpose of protecting the corporation from loss 
in the event of the death of the officer deductible by the corporation under the 
Federal Income Tax law? 

Answer—No, but the proceeds of the policy when paid upon the death of the 
officer are exempt from Federal Income Tax. 

Question—Are premiums paid by a partner for life insurance on the life 
of his partner deductible by him as a business expense under the Federal Income 
Tax law? 

Answer—No. 








HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 

PROTECTS THE ENTIRE FAMILY 
This Coneeee issues all modern forms of policy contracts from BIRTH to @ years 
next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue 
and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES end DOUBLE INDEMNITY FEATURES, and 
are guaranteed by State Endorsement. 

A HOME LIFE POLICY BRINGS 
PEACE OF MIND TO THE 

MAN WHO LOVES HIS FAMILY 
BASIL S. WALSH, President 2. di CUNNINGHAM, Vice-President 
JOSEPH L. DURKIN, eg JOHN J. GALLAGHER, Treasurer 
DR. E. BRYAN KYLE, Medical Director . 


INDEPENDENCE SQUARE PHILADELPHIA, PA 





























NEW ANNUITY RATES 





John Hancock Mutual Lif: Brings Out 
Plan Adapted to Needs of Young 
People 





The John Hancock Mutual Life has 
brought out a new defsrred annuity 
plan especially adaptable to young peo- 
ple, single or married, who wish to 
make provision for old age, doing so 
by annual payments up to age 65 or 
at any other period that may be selec- 
ted. 

At age 25 an annual deposit of $7.50 
continuously up to age 65 will give a 
young man an annuity thereafter of 
$100 per annum for life. If he wishes 
to assure himself of an annual income 
of $1,000 for the rest of his life from 
age 65 the annual cost will be $765. 
Thus for a moderate payment in early 
years financial independence in old age 
can be secured. These “annuities” can 
be received monthly after age 65 in- 
stead of annually. “Deferred annul- 
ties” can be adjusted to meet almost 
any condition which has to do with 
provision for later years. 





PENN MUTUAL MEETING 





Pacific Coast Regional Meeting Held 
At Del Monte; Interesting Fea- 
tures on Program 





The Penn Mutual Life held its Pac- 
ific Coast regional convention at Del 
Monte, Cal., October 9 to 11, with a full 
attendance of the company’s represen- 
tatives in that section and an inter- 
esting and instructive program which 
was in part as follows: 

J. B. Duryea, general agent at San 
Francisco, presiding; address of wel- 
come, President William A. Law; re- 
sponse, Meyer Harrison, general agent 
at Denver; “Special Agreements,” Har- 
rison S. Gill, supervisor of applications 
and death claims; discussion led by 
A. R. Tuohy; “How Our Present Tax 
Laws Will Sell Life Insurance,” BE. Paul 
Huttinger, home office tax expert; dis- 
cussion led by W. J. McClelland; “Life 
Insurance Impressions,” Seth B. Thomp- 
son, general agent at Portland, Ore. 

J. F. Van Slooten, general agent, Los 
Angeles, presiding; “Pep Contest by 
Field Men,” conducted by K. Kenneth- 
Smith; “Recent Development in Actuar- 
ial Service,” George R. White, assistant 
actuary; discussion led by Joseph H. 
Harrison, general agent, Denver; “Med- 
ical Problems,” Dr. Harry Toulmin, 
vice-president and medical director; dis- 
cussion led by W. A. Carter, general 
manager, Salt Lake City; “The House 
by the Side of the Road,” Stewart And- 
erson, manager, Bureau of Field Serv- 
ice; “Chart Sales Talk,” Roy R. Rob- 
erts. 

Ladies’ Bridge Tournament in charge 
of Mrs. Ralph Humphreys. 

Banquet—addresses by William A. 
Law, Philadelphia; William G. Farrell, 
Los Angeles; Stewart Anderson, Phila- 
delphia; James H. Begg, San Francisco. 

J. F. Grant, general agent at Seattle, 
presiding; “Income Insurance,” Thomas 
R. Crowley, home office agencies dept.; 
“Income Insurance,” sales demonstra- 
tion, Paul K. Judson and Anthony R. 
Tuohy; “The Value of Systematic De- 
velopment of Prospects,” Ralph Hum- 
phreys, assistant to agencies vice-presi- 
dent and in charge of the conventions. 

Each paper followed by general dis- 
cussion. 

Symposium—J. F. Grant, general 
agent; Seth B. Thompson, general 
agent; W. A. Carter, general manager; 
Charles W. Chech, Agnew F. Field, 
Paul B. Duryea, Frank A. Neyhart, 
Rh. E. Mullen, Alvin S. Hambly. 





A. W. Fetter representing the Jeffer- 
son Standard Life, Greensboro, N. C. 
closed his first year with the company 
with $1,000,000 paid for business. Mr. 
Fetter was formerly a general agent 
for the Guardian Life. 
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Clever Exhibit at Philadelphia 


(Continued from page 3) 


such an officer the ussets provided by 
insurance tend to stabilize the busi 
ness In a partnership its value is 
greatly increased as the conduct of a 


business rests upon a limited number 
and this protection should be taken ad 
vantage of for the benefit of the re 
maining partners and for future wel 
fare of the business.” 

had letters in 
collection These  ineluded 
Helm Jones, of the First 
Church, Philadelphia He began with 
this quotation: “Faith without works 
is dead.” He followed that by saying: 
“A Christian who does not believe in 
life insurance denies the faith. A 
Christian who insures his life gives an 
illustration of practical idealism.” 


Several ministers the 
Carter 


Baptist 


A. KE. Margerison, president of the 
Oxitord Bank and Trust Co., said: “As 
a basis for credit we believe that life 
insurance igs a good asset, especially 


for a young man known to be industri 


ous and reliable, but who has not had 
time to accumulate other assets.” 
Everybody at Keita’s Insured 

H. T. Jordan, general manager Gf the 

Keith Circuit (biggest factor in vaude 


eville entertainment), started off hi; 
letter by saying that life insurance is 
the bost investment that a man can 
make. “As you know,” he continued 
‘every employe in the Keith Circuit 
is insured and | have a'so encouraged 


many of our people to 
insurance, In my 


take additional 
judgment it is the 


cheapest and best protection for a 
man’s family. As the premiums can 
be divided into four payments a man 
with a small income is in a_ position 


to provide for the 
ing overburdened,” 
Franklin D'Olier, 


future without be 


a business man who 


Was past commander of the American 
Legion, said: “No man can be fair to 
his dependents and heirs without ade 
quate life insurance,” 
From the Mayor 

The mayor of the city, J. Hampden 
Moore, said: “In my opinion there can 
be no better shield against adversity 
than a policy ins some responsible com 
pany 


Life insurance 
cumulating 


offers a 
a substantial 


method of ae 


um by means 


GROUP EXPERIENCE 
(Continued from page 5) 


ity has not been experienced. In the 


clerical group, the ratio of actual to ex 


pected is 78.8%. This group is com 
prised largely of the clerical forces of 
banks The mortality experienced is 
about the same as the ultimate rate of 


mortality that we are experiencing un 
der ordinary policies, and as the class 
of lives is about the same, this is about 
what we might expect. 


A compar’son has been made of the 
actual deaths under all groups, exclu 
sive of cler’cal groups, with the ex 
pected by a table of mortality based 


upon the experience of the Metropolitan 
Life amongst industrial policies. The 
mortality table selected for making this 
comparison is constructed from the ex- 
perience of the Metropolitan in its in- 
dustrial department on white lives for 
the year 1922 

The absence of selection on the part 
of the insured in Group insurance busi- 
ness and the probable effect of labor 
turnover, particularly at the older ages, 
has apparently resulted in a low rate of 
mortality under group policies. While 
it is true that those who leave on ac- 
count of sickness become claims under 
a group policy where the sickness re- 
sults in death, yet no doubt many ter- 
minate their employment on account 
of some serious impairment in health 
but are able to engage in some other 
kind of work and, consequently, do not 
become claims under a group policy. 
In other words, a light rate of mortality 
may be expected under group insurance 
policies because such policies cover 
groups of employees actively working. 

The experience presented by Mr. 


of small savings systematically invest 
ed, says the President of the Unive) 


sity of Pennsylvania. 

There were a number of other let 
ters, most of them couched in the same 
wein, and one from the White House. 
To all requests for opinions, statements 
and interviews on insurance subjects 
the President is sending extracts from 
his address delivered before The Pru 
dential in January, at the Waldorf. 
This talk, a long one for Mr. Coolidg®, 
correctly interprets his views on Lfe 
insurance matters. 

The Speakers 

After studying the exhibit 
ciation members and guests filed into 
the big banquet hall and heard talks 
ot above the average. President Wood 
worth was in the chair, and from New 
York had come L. A, Cerf, manager o! 
the Mutual Benefit; and Frederick H. 


the usso 


Nymeyer, of Sutro & Kimbley, mem 
bers of the New York Stock Exchang», 
and a director of salesmen. Mr. Cerf 


made one of his eloquent and stimulat 
ing addresses, inspirational in tone, 
lofty in manner and captivated his aud 
ience. His theme was salesmanship. 
He hag been in insurance quite a 
while as may be judged by the fact 
that thirty years ago he paid for $1, 
900,000 in one year. Mr. Nymeyer held 


the interest of his audience, his main 
theme being that salesmen should be 
interesting, prepared, systematic and 
creative, 

Krank D. Buser, manager of the Fi 


delity Mutual, summed up his impres 
sions of the Chicago convention, clev 
erly marshailed the main sales points 
heard at Chicago for the benefit of the 
audience and let fall the information 
that the next annual convention of 
the National Association will probably 
be July 22-25, 1924. It’s in Los Ange 
les. 

It was a satisfying evening and the 
Philadelphia association, with 737 mem 
bers and on the way to 1,000, has reas 
on to be satisfied with the way things 
are going there. Its Sales Congres: 
alone is worth the price of the mem 
bership. KE. J. Berlet, manager of the 
Guardian Life, Philadelphia, is the As 
sociation’s chief publicity artist; and a 
corking good one, 


Cammack has been surprisingly favor- 
able, but he says it cannot be safely 
assumed that so low a rate of morial- 
ity as that experienced in the past will 
necessarily continue. But the expe- 
rience is a large one and covers a pe- 
riod of ten years, and it is the opinion 
of Mr. Cammack, for the reasons stated, 
that the mortality under group policies 
cannot be expected to approach very 
closely the mortality under individual 
industrial policies. 


MORGAN SCHOOL OPENS 


To Train Mutual Life Agents 
Others At Washington; Tuition 
and Text Books Free 


Morgan, 


and 


Thomas P. Jr., announces 


the opening of the Morgan Life Insur 
ance Fundamentals 


and Salesmanship 


School in the Southern Building, Wash 


ington, D. C. The school opens Oc- 
tober 24 and will conduct educational 
work for the field forees of the Mu 
tual Lite of New York in Washington 
and Northern Virginia. Tuition and 
text books will be free and the schoo! 


will be open to members of the Mutu 
al Life field foree and to any men of 
character who contemplate entering 
the life insurance’ business. 

Mr. Morgan states that no trouble 
or expense has been spared to make 
the school the best possible in equip 
ment. W. W. Winsbro will be dean 
and James Lee Bost and A. P. Shalet 


are instructors. 


SUGGESTS UNIFORM TOPICS 


Pres'dent Wells Asks Local Associa- 
tions to Make “Insurance and 
Cridits” Meeting Theme 
President Graham C. Wells of th: 
National Association of Life Under 
writers is sending out to local associa 
tions the suggestion that all join in a 
uniform purpose for the December 


meetings. This purpose, he suggests, 
shall be the most effective develop 


ment of all points of common interest 
between life insurance men and those 
who grant bank and commercia! cred 
its. 

It is proposed that all local associa 
tions advise members that each may 
invite a banker or credit man to a 
“Common Interest Dinner” and that it 
be made plain to the guests that the 
purpose is not to solicit them for in 
surance, but to discuss the importance 
of having every credit transaction ade 


quately backed up by insurance. 
President Wells says that a similar 
definite purpose will be suggested for 


the January meeting. 


CHARGE FRAUD IN ODD CASE 

The Phoenix Mutual Life has caused 
the arrest of Elmer Schmidt, of Louis- 
ville, Ky., on allegations that he tried 
to collect insurance under a policy on 
the life of a business partner whom, it 
is charged, he knew was still living. 


The Klingman Agency of the Equit- 
able Society at St. Paul, celebrated its 
tenth anniversary with the remarkable 
production of 2,000 applications for 
over $6,000,000 in six weeks. 








GENERAL AGENCY IN 


UNOCCUPIED TERRITORY | 


States of the Middle West that are feeding the world today are 
rich in opportunity for men of General Agency calibre. 
Liberal Contracts direct with the Home Office 
L. J. Dougherty, Secretary and General Manager 


GUARANTY LIFE INSURANCE COMPANY 


Davenport, lowa 
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WM. A. MARSHALL, 
President 





The 63rd Annual] Report shows: 
Premiums received during the 


DRE MEE 6Nsickw iar ndceccccecccaced 369,835 
Payments to Policyholders and 

their beneficiaries in Death 
Claims, Endowments, Dividends, 
ER ae ere: 5,400,780 
Amount added to the Insurance 
MOMNTCE TOROS ic ssinccecieees sc 762 
Net interest Income from Invest- 

SE tach duel oeuwedks dbee tea pace’ 2,110,922 


($722,352 in excess of the amount 

required to maintain the reserve) 
Actual mortality experience 52.87% 

of the amount expected. , 
Insurance in Foree.......cccsce.: $232, 163,082 
Admitted Assets 


For Agency apply to 
GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New York 
































JACKSON MALONEY 
Vice-President 








PHILADELPHIA LIFE INSURANCE CO. 


Home Office Building: 
111 NORTH BROAD STREET, PHILADELPHIA, PA. 
President, CLIFTON MALONEY 
ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CONTRACT 
TO REPRESENT THIS COMPANY. 
FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE HAVE 
AN INTERESTING CONTRACT TO OFFER, BACKED BY 

REAL CO-OPERATION. 











A. MOSELEY HOPKINS 
Manager of Agencies 








Build Your Own Business 


under our direct general agency contrac’ 


Our Policies provide for - 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 

JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 | 
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| LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
| Book Increase His Income and General Efficiency 

















The 


following common 
Common questions asked by new 
Questions agents are answered by 
Answered the Acacia Mutual Life of 


Washington: 


Why should applicants not always re- 
serve the right to change beneficiary? 
To name a beneficiary. without the 
right to change the same, practically 
means an assignment to the beneficiary 
of the policy and all right therein. This 
rule is mostly used in cases of busi- 
ness insurance. When a policy is tak- 
en out to protect a partnership or cor- 
poration against the loss of a valuable 
employe and the premium is paid by 
the business, then it is natural that the 
business Wants a guarantee that the 
penefit is not diverted. This is secured 
by eliminating the right to change the 
beneficiary. It is, however, better to 
state on the application, “Yes, but sub- 
ject only to consent of the present 
beneficiary.” 

Why should an applicant ever want 
to revoke premium loan privilege? 


We do not see any reason why he 
should want to do so as we consider 
the Automatic Loan or premium loan 
privilege one of the b'g improvements 
in policies made during the last few 
years. Some state laws, however, re- 


quire that the member 
extended insurance if he so desires, and 
that the Automatic Loan cannot be 
made automatic but only given upon re- 
quest, and that such request shall be 
revocable. 

lf a policyholder dies during extended 
insurance period would back premiums 
be deducted in paying claims? 

No. 

If a $2,000 policy is reduced to $1,000 
or a 15 Pay policy changed to a 20 Pay 
during the first three years, would the 
policy holder get any credit for extra 
amount paid in? 

No. Credit cannot he allowed until 
the policy is old enough to have sur- 
render value. 

Does applicant have to wait a certain 
time after appendicitis operation before 
he is accepted? 

Yes, usually six 
plete recovery. 

Does applicant have to wait a certain 
time before he will be accepted when 
he has suffered from the “flu’’? 

Yes, from three to six months, accord- 
ing to severity of the case. 

Why is the Total and Permanent Dis- 
ability Clause limited to age sixty? 

If the Total and Permanent Disability 
Benefit should be granted after age 
sixty, then it would be necessary to 
charge quite a heavy extra premium on 
such policies where the premium = pay- 
ment would extend past that age. It 
Is evident that there are many more 
tases of permanent disability after that 
“ge, and it will also be much more diffi- 
cult to ascertain the difference between 
a total and permanent disability caused 
by disease or accident, and the total dis- 
ability caused by general old age. 

_Does the 20 Payment Life policy con- 
tinue to pay dividends after the twen- 
tieth year? 

Yes. Any policy issued by the As- 
‘ociation continues to participate in the 
‘arnings and savings as long as it is in 
lorce in its original form. Regarding 
lividends on 20 Payment Life policies, 
that become paid-up, note the statement 
on Form 1634 and dividends quoted on 
Form 1636. 

Can a policyholder be furnished with 
the By-laws and Constitution of the 
Acacia Mutual Life? 

Yes. They will be sent to any policy- 
holder upon request. 

In the amendment to the Charter of 
September 22, 1922, it is mentioned that 
the Association is authorized to furnish 


shall be given 


months after com- 


other aid and service. 
what this covers. 

These words were inserted in the 
Charter for the purpose of giving the 
Association the power to extend its 
service to the membership when it is 
thought desirable. 

If a member has a $5,000 policy, can 
he convert a part of the policy, say 
$2,000, to another form, and continue to 
carry the balance of $3,000 as term in- 
surance? 

Yes. 

When an agent gets the policyholder 
to convert a term policy to some other 
plan, does the agent receive commis- 
sion? 


Kindly define 


Yes. He receives commission on 
the difference between the commission 
on the new plan and commission on 


the old policy. 
*s * @ 


Since The Eastern Under- 


Insurance’ writer published a special 
On edition on ‘Women in 
Women Business” there has been 
considerable comment in 

the business on the opportunities for 


writing business women to an extent 
more in keeping with their responsibil- 
ities. On this subject the Connecticut 
Mutual Life says: 

The number of women seeking the 
advantages of life insurance protection 
is increasing in a most encouraging 
manner judging from reports appearing 
in Many insurance publications. Defin- 
ite figures, of course, of the number of 
women and the amount of insurance in 
force throughout the country are prob- 
ably not available but they undoubtedly 
would show a surprisingly large volume 
of business. 

The entrance of women into business 


life and their new responsibilities to 
self and family have occasioned the 
need for insurance protection so that 


within the past few years life insurance 
companies have extended practically 
their full benefits to women. A recent 
study of the business issued to women 
by our own company shows that dur- 
ing a period of seven months 7.8 per 
cent of the number of policies and 4.4 
per cent of the total amount of insur- 
ence or $2,053,120 was issued to women, 
or an average policy was $1,946. 





USE OF LITERATURE 

A well-known life 
Says: 

A good piece of sales literature will 
often bring direct inquiries, but still 
more often the interest aroused by the 
printed page will not be intense enough 
to spur the prospect into action. The 
best way to employ literature in selling 
is to send it only to a limited list at a 
time so that it can be made a part of a 
personal selling campaign, in which not 
a single prospect is slighted. 

We do not go so far as to say that 
literature sent out and not followed up 
is entirely wasted, but agents will find 


insurance man 


Office for information. 


since 1878. 


THE FIDELITY 








MORE THAN 50% 


of the business written by some of our larger agencies is a 
direct result of the Fidelity lead service. Our agents interview 
interested prospects—people who have written the Head 


Fidelity is a low-net-cost company operating in 40 
states. Full level net premium reserve basis. Over Quarter 
of a Billion insurance in force. Faithfully serving insurers 


INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 
A few agency openings for the right men. 





MUTUAL LIFE 

















Why Life Insurance Man 


Should Sell Accident Insurance 





By E. A. BRANIFF, Tulsa, Oklahoma 


The business of selling life insurance 
is entirely a personal one. A life insur- 
ance man makes personal contacts all 
day long, and his income depends alto- 
gether upon his success in persuading 
men to do the things he wants them to 
do. Time is the most valuable thing 
he possesses. Successful life insurance 
men value their time in high figures. 

If a life insurance man is sick or hurt 
and is unable to meet his clients, he 
cannot make any money. If he loses 
an eye or a limb, he is very seriously 
handicapped; his earning power is tre- 
mendously reduced. 

It is entirely logical that a successful 
life insurance man should carry a large 
amount of disability insurance. He 
should carry a type of policy that will 
bring him in a large weekly indemnity 
in case he is sick or hurt, and it should 
be the type of policy that would reim- 
burse him very generously for any ser- 
ious physical impairment. 

A man who is in the Quarter Million 
class of life producers should carry at 
least $150 a week, $37,500 principal sum. 


Such a policy can be bought at low. 


cost from a good accident company. 

Most successful life producers are 
men fairly well along in life, forty years 
or over in age. The rate for an acci- 
dent policy does not depend on the age 
—it depends on occupation. Life men 
get a low rate. 


that no very great benefits will be real- 
ized from sales literature unless it is 
depended upon for no further function 
than to arouse interest. 

Have you ever stopped to think of the 
tragedies which frequently lie behind 
the “for sale” signs on stores and other 
businesses in every large city? Often- 
er than not the business offered had, 
until its owner’s death, supported his 
family in comfort and they had thought 
it would continue to do so indefinitely. 
How were the wife and children to 
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Capital 
Insurance in Force 











INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $50,000.68, 
with premiums payable — semi-annually or quarterly, 
INDUSTRIAL Policies from $1259 to “51,000.00, with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1922. 
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JOHIT G. WALKER, President 
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The accident business is a personal 
business. As a general thing, a fire in- 


surance or a casualty insurance man 
does not make a successful accident 
solicitor. Men in the surety bond or 
real estate business are not successful 
accident men, as a class. The life in- 
surance man is the type of man who 
should sell accident insurance, and he 
will find it highly remunerative, if he 
ties it up to his life insurance business. 
The reason is that accident insurance 
means personal protection, just the 
same as life insurance means family 
protection. 


The returns to a life insurance man 
from selling accident insurance are not 
to be despised. The big thing about the 
accident game to the life insurance man 
is the renewals. They are about five 
times as large as life renewals. 


Those of you who have begun to think 
about retirement may feel some uneasi- 
ness over the fact that your renewals 
run out in nine years, and they have 
been reduced to a low point long before 
they have run out. If you will write a 
lot of accident business you will have 
an income that does not stop, so long as 
it remains on the books; it will be a 
meal ticket to you in your old age. 


It is a business that will fit into your 
life solicitation without any jarring 
note, and will in fact enable you to 
give much greater service to your client, 
as it will increase the amount of life 
insurance you may write. 


The trend of the day, in my opinion, 
is strongly in the direction of a tremen- 
dous increase in accident sales by life 
insurance men. 


know that their husband and father was 

the business? How were they to know 
that his death would render the busi- 
ness practically worthless? 


Many business men do not realize how 
flimsy their financial structure really is 
nor how badly they need the stabiliz- 
ing influence of business insurauce. If 
this form of protection were as widely 
featured as some of the less vital busi- 
ness improvements many a _ family 
would be living in ease from the pro- 
ceeds of a business that long since 
went out of existence under the auc- 
tioneer’s hammer. 


Wherever an agent finds a business 
dominated by a man whose ability, per- 
sonality or credit is responsible for its 
success, he has found a prospect for a 
Business Insurance policy. Among the 
many prosperous store keepers and 
partners in other business enterprises 
in every city there are many who will 
do anything within reason to guarantee 
the perpetuation of their business 
should they die. It is a pity that with 
the facilities for assuring their families 
a good living, many men pass on and 
leave their families with only the husk 
of a business, that might have been 
saved by a Business Policy. 




















: Oc 1 
10 THE EASTERN UNDERWRITER tober 19, 1993 
Sone : to my own personality, my own brains, BUYS NEW HOME OFFICE CAPITOL LIFE GETS BUILDING 
What Training Did weaving into my very spiritual and : PERMIT 

For One New Agent mental self—those golden threads of George Washington Life Acquires De- The Capitol Life of Colorado has ge 

rea cae see pg i A pone sirable Building in Charleston to cured the necessary building perm), 

ALFRED DORIA’S EXPERIENCE ree it ne always 1- myself—Doria. Prov de for Expansion and work will be started at once o, 
Serco baie who was talking to the prospect. Had oe - ian the west wing of its proposed $500,qi 

Never Saw Rate Book Before Taking | not gone out soliciting each day, I The George Washington Life, of 


N. Y. U. Course; Achieved Success 
in Few Months 


One of the best tributes that has 
ever been made to the practical bene 
fits accruing to students of the Life 
Insurance Training Course of New 
York University was prepared by Al- 
fred Doria, of the George Loesch 
agency of the Manhattan Life, New 
York, at the first meeting and dinner 
of the season of the Life Underwrit- 
ers’ Association of New York, held last 
week. 

Mr. Doria 
seen a rate 


had never 
book before taking the 
New York University Life Insurance 
Training Course, which he did at the 
earnest recommendation of Mr. Loesch, 


said that he 


who brought him into the business. 
That was in December last. 
“At that time,” said Mr. Doria, “I 


thought that selling life insurance was 
nothing else than a capacity for hard 
work, coupled with intelligence, enthu- 
siasm and a good working knowledge 
of human nature as well as of the pol 
icies I had to sell. I thought that the 
time spent in school might better be 
spent hustling for business. I had not 
been attending the school two weeks 
pefore I realized my mistake, and ar 
rived at some sort of appreciation cf 
what an enormous advantage’ te 
course was going to give me, over the 
man who had to get along without it. 
The beginner who has inherent sell 
ing talent and at the same time is 
somewhat of a student, learns at the 
university course in thirteen weeks 
what would require at least two years 
of actual experience to learn. 

“One of the finest things about the 
university course is the rule that each 
student must devote a minimum of 
eighteen hours per week to actual so 
liciting. Of course, in addition to 
school hours and papers to prepare 
at night, eighteen hours _ soliciting 
may seem pretty hard work; but 
the man who balks at. thirteen 
weeks’ extra hard work in order to ac 
complish the great end the university 
has in view for his own benefit, would 
never make a successful life insurance? 
man if he attended fifty university 
work is the law! It is impos- 
sible for me to tell you how I bene 
fited consciously and sub-consciously, 
directly and indirectly, by putting into 
practical application every day what 
1 had learned at the school. I realiz 
ed that in my contact with prospects 
I must be Doria—-I must be myself. that 
I could not possibly be Professor Love 
lace, or Hoopingarner or Bragg, and 
that IT must not be a pol-parrot; and 
1 was myself. But after every success 
ful interview I had, on studying its 
process, I realized IT had done noth- 
ing else but put into practice that 
which I had learned at the school, 
perhaps the very same day. If a man 
eonnot or will not devote a minimum 
of eighteen hours per week to solicit- 
ing while he is attending the school. 
he loses 95 per cent of the practical 
benefit he should get out of the Life? 
Insurance Course. With some pros- 
pects, | would find myself successfu'lv 
avplying the knowledge I had gained 
that dav in Mr. Lovelace’s period on 
‘Fundamentals. in Insurance,’ and in 
a number ot cases I got the business 
by convincing my prosnect that he had 
not properly provided for all his life 
insurance needs. 1 


Courses 


know that in sev- 
eral applications I wrote, I was sub- 
consciously applying Professor Hoop- 
ingarner’s lessons in psychology, and 
wonld have failed, had T not received 
ard assimilated those lessons; and 
with still another group of prospects 


successfully closed I had to thank Mr. 
Bragg for some practical tip or point- 
er I had received from him that very 
morning. I was each day weaving in- 


would have probably forgotten half of 
what I had been taught, because it 
-would have been impossible to hold it 
all in my memory and then put it all 
into practical application after the 
course was over; but by demonstrating 
to my own satisfaction and in my own 
way, every day, the soundness of the 
life insurance philosophy taught to me, 
I was laying a real foundation upon 
which I am now building what I know 
will be a successful career in the life 
insurance business and a life of service 
to my fellowman.” 





SUCCEEDS CALVIN KNIGHT 

The Bankers Life of Iowa, announces 
that J. J. Davis will assume the duties 
as agency manager it its Denver, Col- 
orado, office, to succeed Calvin B. 
Knight, deceased. Mr. Davis has been 
manager for the company for many 
years at Indianapolis, a lawyer by pro 
fession and a member of the Indiana 
bar Association. 


Charleston, W. Va., has purchased for 
its future use as a home office, a very 
desirable three story and basement 
building on the corner of Kanawha and 
Dunbar Streets, Charleston. The sit- 
uation is excellent being convenient to 
the C. & O. R. R. station, and in line 
with the future business development 
of the city. The building gives about 
four times the accommodations now 
available and will take care of future 
growth for some time. The company 
will occupy the building sometime in 
the early winter. 





MIXED WITH HARMONY 

General Agent E. M. Summers, of 
the Marietta-West Virginia agency of 
the Provident Mutual Life, has just 
appointed as district agent at Parkers- 
burg, James Bird, professor of music 
in the Parkersburg public schools and 
previous to that head of the music de. 
partment of the Marietta schools. 


building. The west wing, which is noy 
started, will cost about $250,000, Pregj 
dent Clarence J. Daly stating tha 
wherever possible only Colorado mate 
rials will be used. 





BROKER AS COMPANY’S AGENT 

In an opinion rendered in San Fran 
cisco this week by Deputy Attorney 
General J. H. Riordan, an insurance 
company issuing a policy to an appli. 
cant through an unlicensed broker, why 
has embezzled the premium paid by 
the insured for the policy, assumes the 
liability. 

“IT would state,” said Mr. Riordan, 
“that in the absence of a provision in 
the policy to the contrary or othe; 
notice to the applicant for such insur 
ance, delivery of the policy constitutes 
a ratification of the broker’s act in pro 
curing such business and makes him an 
ostensible agent of the company to con 
summate that particular transaction in 
cluding the collection of the consider, 
tion or premium.” 
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Ten Thousand Leads in One Month 


“It is the cooperation which I have had from the Union Central 
and its Officers that binds and ties me to the Company.” 


This is only one of the many expressions 
of appreciation received from our Agents. 
10,000 leads in one month were furnished 
from one circular alone. Such “Teamwork” 
insures success to Union Central Agents. | 


For Agency relations write the Home Office. 


The Union Central Life Insurance Company 


Cincinnati, Ohio 




















casué 
Each 
a di 
book 
value 
pens: 
ance 
is $1 
gethe 
gethe 
work 
the ¢ 
ency 
page 
gene 


Th 
has 
sour 
tions 
repo 
the | 
first 
read 
old 1 
try, 
and 
care 
dicat 
ed a 
pany 
tion 
of t 
stati 
scns 
and 
of t 
men 
capt 
ing 
com 
twel 

PI 
emb 
stat 
the 
nian 
pay) 
latic 
earT 
surr 
and 
ete, 
ing 
cha) 
shor 
1922 

A 
torn 
pies 
miu 
tion 
ulat 


> 1923 


ING 


las ge 
permit 
Ce On 
100,004 
is now 
Presi 
that 
mat 


ENT 
Fran 
torney 
urance 
appli 
r, who 
Lid by 
es the 


ordan 
ion ip 
othe; 
insur 
titutes 
in pro 
im an 
LO con 
ion in 
sidera 





| 








October 19, 1928 


-_—_ 


THE EASTERN UNDERWRITER 


11 





Insurance Year Book 
Now in Three Volumes 


INVALUABLE REFERENCE WORK 





All Classes and Departments of Insur- 
ance Covered in Great Work 
of 3,600 Pages 


The Insurance Year Book, the most 
comprehensive and one of the most 
valuable publications devoted to insur- 
ance, comes out this year in three vol- 
umes, instead of two. The publishers, 
the Spectator Co., New York, found it 
necessary to add an additional volume 
because of the growth of the business, 
increased data and the new features 
added this year. The volumes are sep- 
arated into life, fire and marine and 
casualty and miscellaneous insurance. 
Each has about 1,200 pages and there is 
a distinctive color for each. These 
books, the 51st annual issue, are in- 
valuable for reference and are indis- 
pensable in many departments of insur- 
ance work. The price of each volume 
is $15; either two volumes ordered to- 
gether $25; and all three ordered to- 
gether $35. The immense amount of 
work and cost involved in compiling 
the data, making practically an annnal 
encyclopedia of insurance of about 3,600 
pages, can not be appreciated by the 
general reader. 

The Life Volume 

The volume devoted to life insurance 
has been compiled from authoritative 
sources and falls into two general sec- 
tions, the first dealing with historical 
reports of the various companies, and 


the second with statistical data. The 
first section includes a running and 


readable account of the history of every 
old line insurance company in the coun- 
try, giving details as to incorporation 
and various interesting features of its 
career. Much information is given in- 
dicating the class of business transact- 
ed and the manner in which the com- 
pany is conducted. The second sec- 
tion embraces statutory requirements 


o’ the various states and numerous 
statistical tables permitting compar'- 


sens of transactions from year to year, 
and dealing with many diverse features 
of the business. A valuable depart 
ment of this volume is that bearing the 
caption “Life Insurance History,” show- 
ing the figures of all level premium 
companies year by year for the past 
twenty years. 

The “Life Insurance Compendium” 
embraces 162 pages and analyzes the 
statements of the life companies for 
the past year in a most comprehensive 
nianner. Other subjects dealt with are 
payments to policyholders and accumu- 
lations, industrial insurance, interest 
earnings, expense rate, terminations by 
surrender and lapse, analyses of bonds 
and stocks and mortgage loans owned, 
etc. There is also a department show- 
ing life insurance by states and other 
chapters listing retired comonanies, 
showing the gain and loss exhibit for 
1922, ete. 

A directory of insurance agents, at- 
torneys and medical examiners occu- 
pies over 230 pages. Stipulated pre- 
mium companies, assessment associa- 
tions and fraternal orders are also tab- 
ulated, 

Fire and Marine Volume 

This volume embraces about 1,200 
Rages of useful informetion, the sec- 
tion devoted to reports of fire insurance 
companies presenting much data con- 
cerning the respective fire and marine 
companies, including facts relating to 
their organization, capital changes, 
surplus contributions, conflagration 
losses, underwriting and investment 
profits and losses, etc. There is also 
a Statistical section which conta‘ns va- 
rious short rate tables, tabulations 
showing the results of the fire insur- 
ance business as far back as 1860, 
Classification of premiums and losses, 
fire insurance stocks and dividends, 
lists of companies in foreign countries, 
Canadian insurance tables, lists of re- 
ured companies, underwriters’ organi- 


zations, premiums in various cities, 
ete. Another section is devoted to data 
on fire departments and water supplies 
in over 3,500 cities and towns. There 
is also an extensive directory of insur- 
ance agents, attorneys and independent 
adjusters. 

Casualty, Surety and Miscellaneous 

Volume 

The new volume devoted to “Casual- 
ty, Surety and Miscellaneous Insur- 
ance” has an important section relating 
to reports of companies giving the gen- 
eral statistics for five years, special 
tables for each company showing its 
premiums, losses, commissions, under- 
writing expenses and ratios for each 
class of business transacted and for its 
total business, with underwriting and 
investment profits and losses in 1922. 
Another section is devoted to historical 
data on each company, and comments 
upon its conduct. Statutory require- 
ments, extensive tabulations showing 
the business and standing for ten years 
or less of stock, mutual and reciprocal 
organizations transacting various cas- 
ualty and miscellaneous lines, and the 
transactions of the respective compa- 
nies in each state by classes of busi- 
ness are also given. Other chapters 
present history and legislation, stocks 
and dividends, Canadian _ statistics, 
underwriters’ organizations, retired 
companies, profit and loss tables, ete. 
A directory of insurance agents, med- 





ical examiners and attorneys is also 
given. 
BOOSTS INSURANCE PAPERS 


-Get the Other Man’s Point of View 


Says William J. Watson and 
Keep Up To Date 


The New England Mutual Life “Pil 
ot” prints the following: 

William J. Watson, Attleboro, an 
old newspaperman, is now one of our 
successful agents. He is as keen on 
the trail of prospects as ever he was 
for news. He addressed the Boston 
Agency recently, and what more natu- 
ral than that his remarks should in 
clude the following admirable advice 
on insurance reading matter? He said: 

“Do you examine new insurance pub 
lications and read professional papers 
regularly? If not, you are attempting 
to work without the uptodate tools. 
Has any man here expended one-tenth 
as much for his tools as a carpenter 
or plumber would have to spend for 
his kit? Not one! Then repair this 
terrible mistake; read up on your busi 
ness, and get the other man’s view- 
point. Keep in touch with the new 
things that are happening all the while. 
Be abreast with the times. The con 
ditions in this business are changing 
almost with each day’s sun. Bright 
fresh pieces of pertinent news are the 
strongest sort of ammunition that you 
can use in your daily work. But you 
wil! never have such ammunition in 
vour locker unless you keep in touch 
with insurance publications. Their 
editors take the general news, sift out 
the items of interest to us--add val 
vable new matter from strictly insur 
ance sources, and give us the net re 
sult, properly arranged and ready fo” 
instant use. My advice is ‘Keep in 
touch.’ If you don’t. you might as well 
be dead!” 





NO MORE EFFORT TO SELL 

George Graham, of the Central States 
Life, in his regular monthly message 
to the Central States field forces, force- 
fully impressed on them that it doesn’t 
take much more effort to sell a $2,500, 
$5.000 or even a $10,000 application 
than it does a $1,000 policy. He points 
out that when an agent fails to sell 
an applicant the full amount of insur 
ance protection he should have and 
ean afford to pay for he is not giving 
him full service. He advised the work- 
ers to school themselves not to drop 
below $2,500, as it adds to the dignity 
of the work and naturally attracts more 
substantial clients and also naturally 
increases the agent’s income. 








THIS YEAR 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 


Completes Four-Score Years of Public Service 





1843. — 











This Company, the First Mutual, is 
Young in Spirit and Progressive in Action 


Eightieth Business Year — 


1923 














JAPAN’S GRATITUDE 


K. Kataoka’s Touching Address to New 
York Life Men at French 
Lick Convention 


K. Kataoka, of the Sacramento 
branch of the New York T.ife, made a 
speech at the French Lick convention 
of the New York Life a few days ago 
which touched all hearts. Here is a 
transcription of his remarks: 

“Ladies and Gentlemen, I am _ not 
familiar to talk good English.I never 
make any speeches in English. I am 
not a very good speaker, but before I 
go any further I must say to you Lad- 
ies and Gentlemen, that when that 
very saddest thing happened in this 
country a month ago, in the death of 
President Harding at San Francisco all 
Japanese felt just as sorry of you peo 
ple; so. I no doubt, every nation in the 
world felt sad. But IT am proud to say 
vou people have had such a nice man 
to take Mr. Harding’s place ag Presi 
dent Coolidge, that his action towards 
the Japanese disaster which occur on 
September 1, in his first month, he 
help the Japanese. Now we have no 
words how to say this to Mr. Coolidge, 
also to the people of the United States 
1. myself, and all the Japanese render 
the hearty thanks to you people. Now 
this Japanese disaster, never like it 
in history before, and this helping of 
the people of the United States! IT 
am traveling from the West Coast to 


ueinseieahieneaeemmanal 


here. Every station, every store, every 
corner of the street, the people stand- 
ing there with cans and selling flow- 
ers, all asking for relief funds. Now 
I meet with these people and I tell 


myself to say thanks to them. Out in 
San Francisco—they had an_ earth- 
quake—I have seen it myself—but I 


know it was worse in Japan than in 
San Francisco. I know it must be a 
terrible thing for my people. I want 
to say more and more thanks than I 
can say.” 





SAYS J. H. TREGOE 

Environment helps determine what 
our psychology will be. If we keep our 
surroundings pleasant and congenial, 
read the books that help our reasoning 
power and give way in no sense to our 
passions, cultivate friends who by their 
wholesomeness and good sense will 
help us keep right, these are the en- 
vironments that will tremendously 
help in developing the right psychology. 

No man is responsible for what he 
brings into the world, but every man 
is responsible for what he leaves in 
the world. Building ourselves is far 
more important than building fortunes. 
Moreover, a good individual psychology 
will help to bring about a good com- 
munity psychology. 

CROWN TO ENTER MICHIGAN 

The Crown Life of Canada contem- 
plates entering the United States by 
way of Michigan. 








Mutual Life 


$30,046,105. 








1923 Dividends 


The Mutual Life Insurance Company of New York was 
the first American legal reserve life insurance company to 
pay cash dividends. For more than seventy-five years it has 
consistently made dividend returns to policyholders, and, 
except for an occasional slight decrease in schedule, has 
maintained an upward trend in its returns. 

In 1922 the Company paid in dividends to policyholders 


Its dividend scale for 1923 was increased from 7 to 10% 
(according to plan and age), and it has set aside for 
dividends to policyholders $32,832,839, equalling about 
of the amount of 1922 premium rcceipts. 


1923 
34% i 








For terms to producing Agents address 


| The Mutual Life Insurance Company 
of New York 


r 34 Nassau Street, New York City 
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HEREDITY AND WHO'S WHO 
In no other business or walk of life 
are the services of more men engaged 
per annum than in insurance, and, alas 
in none is there a larger turnover. Be 
the desire to im- 
situation 


cause of constant 
this stories of innova- 
tions in sizing up people and in try- 
ing to put the finger on the pulse of 
their success always have a wide audi 
this there 
will be insurance interest in a new line 
of inquiry being pursued by A. N. Mar- 
quis & Co., publishers of 
Who's Who, now preparing 
material for the 1924-5 volume of biog- 
raphies of the country’s celebrities. The 
publishers have sent out slips to their 
subjects asking for information based 
on heredity, saying they are prompted 
to do this because of a widespread 
manifested in regard to the 
of the occupation and envi- 
ronment of parents on their children. 

The blank reads: What was the chief 


prove 


ence in business, Hence, 


Chicago 


who are 


interest 
influence 


occupation of your father at or about 
the time of your birth?...... Farmer... 
Laborer, unskilled...... Laborer, skill- 
Seagate What trade?...:..2055. Business 
eee What  business?...... Cler 
SyMan.....s What denomination?..... 
Professional -man other than clergy- 
MON. .6.«< What profession?...... 


The subjects are also asked to des- 
ignate whether they were born on a 
farm, in a country village, a small city 
or a large one, 


A PILLAR OF STRENGTH 

It seems the irony of fate that mar- 
ine insurance, which is the support of 
credit and international commerce the 
world over, should be the branch of in- 
surance subject to financial 
troubles and the least subject to pro- 
fits for those engaged in it. Whatever 
the actions of statesmen and politicians 
in making or rejecting leagues of na- 
tions, the business of marine insurance 
constitutes within itself an internation- 
al union dedicated to the support of 
commerce wherever its safety or exist- 
ence is threatened. The significance 
and scope of marine insurance baffle 


most 


the imagination of most persons. Were 
they fully understood the business 
would be better supported and less sub- 
ject to the fierce and unregulated com- 
petitive attacks that have ripped it to 
pieces within the last three or four 
years. 

The burden of great disasters to com- 
merce usually 
upon the 
writers. 


in some 
shoulders of 
The 
the latest example and provides a strik- 
ing illustration of this truth. While 
fire underwriters, cognizant of the ex- 
traordinary earthquake hazard of Jap- 
en, protected the 
fol- 
seismic disturbances there, 


rests degree 


marine under- 


Japanese catastrophe is 


themselves against 


inevitably tremendous losses that 


low severe 
marine underwriters assumed the risk. 
The silk, and merchants 
whose goods were in ware- 
houses or in course of transit, and then 
destroyed, will be reimbursed by mar- 
underwriters to the extent of the 
they carried. American, 
British and other foreign countries will 
thus contribute to the relief of Japan 
end to that degree lessen the financial 
stress there, 


cotton other 


stocks of 


ine 
insurance 


And so the world over. Marine poli- 
cies are invariably broad in the limits 
of their protection. Marine underwrit- 
crs have gone so far within recent years 
wus to include in their 


policies protec- 


tion against risks that formerly never 
were conceived of as fKelonging to mar- 
ine insurance, And along with the 
breadth of the policies goes the strength 
behind the Brit- 


Japanese, Scandinavian, 


contracts. 
French, 
Italian or other companies are repre- 


American, 
ish, 


sented in every important port in each 
continent. This spread of marine in- 
surance policies assures financial stab- 
ility in the business, because the dan- 
ger of gigantic on the 
underwriters of any one country is re- 
moved. 


losses falling 


In view, therefore, of the indispen- 
insurance as a 
pillar of strength to international com- 


merce, 


sable value of marine 


some found 
from the internal 
struggles that impede its advancement 
to a profitable basis. 


means should be 
here for relieving it 





INSURANCE LAW SUPPLEMENT 


Many Changes Necessitate Add tional 
Publication Bringing Parker’s 
Law Up-To Date 


A supplement to Parker’s New York 
Insurance Law has been published to 
bring down to date the large number 
of changes in the law made by the 1923 
legislature. There were twenty-nine 
laws affecting fifty-nine sections of the 
insurance law, which is nearly four 
times the usual number of yearly 
changes. The new matter is shown in 
italics. The price of the supplement 
is $2.50 and may be obtained from the 
publisher, A. J. Parker, Jr., 51 Maiden 
Lane, Albany, N. Y. 





Emeterio Roa, the first Filipino ac- 
tuary that this country has known, is 
with the West Coast Life. He studied 
actuarial science at the University of 
Michigan, planning to become actuary 
for the department to be established by 
the Director of Posts for the Govern- 
ment in the Philippine Islands. He is 
with the West Coast Life to obtain prac- 
tical actuarial experience in a life 
office. 





The Human Side of Insurance 











JOHN McGINLEY 





John McGinley, whose appointment 
us general manager of the casualty de- 
partment of The Travelers at the New 
York office was announced this week, 
has been one of the most popular cas- 
ualty men in the Hartford insurance 
fraternity. 

* * & 


D. Mcintosh, who assumes the posi 
tion °° manager of the automobile de- 
partment of the Merchants Casunalty of 
Canada, on October 15, at the com- 
pany’s head office at Waterloo, Ont., 
has been with the Eagle, Star & British 
Dominions Insurance Co., at Toronto, 
since 1913, when he joined that com- 
pany in the capacity of an accountant. 
In 1915 he entered the war, returning 
in 1919 to take charge of the automo- 
bile department. He has had consider- 
able experience in underwriting .and 
claims and is a strong advocate of the 
fiat rating system in automobile insur- 
ance. 

* * of 


Tsuneta Yano, president of the First 
Life Assurance Co., of Japan, had a 
meeting on Sept. 12, as the represent- 
ative of forty-seven life assurance com 
panies, with Mr. Inouye, the Minister 
of Finance, and Mr. Ichiki, the presi- 
dent of the Bank of Japan, and an 
agreement was reached by which the 
Bank of Japan will advance 50,000,000 
yen (£5,000,000). The companies offer- 
ed property to a total value of 650,000,- 
000 yen (£65,000,000) as security. It 
is estimated that Tokyo and Yokohama 
claims amount to 30,000,000 (£3,000,- 
000). The balance of 20,000,000 yen 
(£2,000,000) will be used for the pur- 
pose of helping living policy-holders 
who have suffered serious financial 
loss through the earthquake. 


* a * 


John G. Walker, president of the Life 
Insurance Company of Virginia has 
returned from his annual trip abroad 
and is back at his desk, much refresh- 
ed and invigorated by the trip. He 
toured the British Isles as well as the 
Continent. 

* * * 


T. D. Hutchins, who for six years 
was Montreal secretary of the Cana- 
dian Automobile & Casualty Underwrit- 
ers’ Association (a position he resign 
ed a few weeks ago) has been appoint 
ed to the position of office manager at 
the Canadian Head Office of the Pru- 
dential Assuranca Company, Ltd., of 
London, England. 


L. C. BREED 





L. C. Breed, popular New York field 
man of the National Fire, who has been 
made general agent at home office in 
Hiartford. 

* * * 


C. C. Fowler, deputy insurance sup: 
erintendent in charge of the Liquidation 
Bureau of New York State, accompan- 
ied by his wife, returned to New York 
City Monday after a week virtually of 
sunshine and golf “in the heart of 
Maryland.” Mr. and Mrs. Fowler tour- 
ed to Washington over the week-end 
previous to the last where the former 
was scheduled to and did appear before 
the United States Supreme Court in 
connection with the Niagara Life litiga- 
tion. To recuperate from the cares of 
the past few months and gain strength 
for the proper handling of the many 
important matters now in the hands of 
the Liquidation Bureau, Mr. Fowler felt 
that a week of golf would be not only 
pleasant but beneficial—hence his ab- 
sence of a week from the New York 
office. 

s . a 

Charles H. Ebbets, special agent in 
Newark for the North British & Mer. 
cantile group, on Tuesday celebrated 
his thirtieth anniversary with the com- 
pany. This extremely popular young 
man, for Mr. Ebbets is very youthful 
in appearance, was the center of 4 
large group of admiring friends offer: 
ing congratulations when he attended 
the meeting of the Fire Insurance S0- 
ciety of Newark. Mr. Ebbets is presi 
dent of the special agents’ association 
in Newark and has been in that terrl 
tory for six years, having jurisdiction 
over Newark, Jersey City and Bayonne. 
Previous to that he spent six years in 
the field in other parts of the state. He 
began his career with the North British 
after leaving school, starting in at the 
home office as a clerk. His duties took 
him through the map and other depart 
ments that constitute the regular chat 
nel for promotions until he was sent 
over to New Jersey. 

+ * 


M. E. Bay went to Newark, N. J.. 
two years ago to open an agency for 
the Guardian Life of New York. He 
was a total stranger to the city and his 
capital consisted chiefly of energy, 
courage and good nature. Today he 18 
among the Guardian Life leaders, has 
established the foundations of a thriv 
ing agency and last month put the fin 
ishing touches on his success by marry 
ing Miss Ann Marie Healy, of Irving 
ton, N. J. 
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Fire Insurance Department 











Temporary Truce In 
Union-Bureau Break 


BIG MEETINGS IN CHICAGO 





Northwest Congress and Blue Goose 
Attract Large Attendance; Import- 
ant Developments Coming 


Chicago, [1l., Octoher 16.—The break 
between the Western Union and the 
Western Insurance Bureau is some- 
thing more than a geographical inci- 
dent of interest to a few states. It has 
national significance for the reason 
that it is war between two great groungs 
of insurance companies, on one side 
of which are the giants of the busi- 
ness; on the other, a lot of valiant war- 
riors who have decided that if the war 
be to the finish they will buckle on 
every piece of armor and take the 
lances from the wall and all stund to- 
gether in a solid phalanx. In the 
meantime, the local agent whose busi 
ness is the stake for which all the 
fighting is being done is on the side- 


lines watching developments with 
tense interest. 
For the moment there is a_ truce. 


Hundreds of insurance men, including 
executives from the East and specials 
from all parts of the West. are here 
for the great gathering of the fire in- 
surance clans known as the Northwest 


meeting, which starts tomorrow, and 
for the Blue Goose, the merry jinks 
organization, which lends a_ rosy, 


cheerful glow to the fire insurance pro 
fession. All arms are in the armory 
for the next few days. Union and Bu 
reau, big company and little company 
are in close communion, cheek by jowl 
with the best of fellowship prevailing. 

But when that Northwest meeting 
is over, then watch the smoke. Keep 
your eye on that new organization 
formed bv the Western Insurance Bu 
reau in New England last week called 
the Western Re-Insurance Bureau De- 
partment B, which will be run by the 
Rureau’s offices here in the Insurance 
Exchange Building under the eye of 
Bureau. Manager Rudolph Belcher. 
This re-insurance aggregation is to be 
the Bureau’s first line of defense if its 
friends in the Western Union start 
anything now that the two have split. 
It is to be operated on a basis of ex 
treme liberality which will enable the 
Bureau companies to take care of any 
line demands in any agency. 


As one of the Bureau members ex 
Dressed it: “The Bureau will have 
hardly any restrictions.” 

That big pooling of Bureau inter- 


ests in re-insurance was the most im- 
portant step taken at the meeting in 
New England last week of the Western 
Insurance Bureau. Subscription to 
this re-insurance combination was 100 
Der cent. Interest in the occasion was 


manifested by the presence of as many 
as six executives of some of the com- 
panies. Another action taken was that 
the Bureau relinquished jurisdiction 
over automobile business except as re- 
gards commissions. 

The Western Union outfit is optimis- 
tic and there are various rumors here 
as to what is going to happen. The gen- 
eral opinion is that the fire insurance 
production situation is now sharply de- 
fined and that the fire insurance agents 
of the West are in a most enviable 
position. Certainly, with all classes of 
insurance companies catering to them 
as never before, they have no kick 
coming. 

There are some pretty big companies 
end groups of companies in the West- 
ern Insurance Bureau, including the 
Firemen’s of Newark group. 





ZEV-PAPYRUS RACE INSURED 





Hartford Fire Issues $50,000 Rain Pol- 
icy To Cover Expenses of Rac- 
ing Classic 





To the Hartford Fire falls the dis- 
tinction of securing the rain insurance 
cover on the “Zev-Papyrus” interna- 
tional horse race that will be held to- 
morrow at Belmont Park, Long Island. 
The Westchester Racing Association, 
which is promoting the biggest interna- 
tional racing event in years has secured 
from the Hartford Fire a $50,000 rain 
policy. 

Under the terms of the contract the 
assured will receive this sum if rainfall 
tomorrow exceeds one-tenth of an inch 
between the hours of 9 a. m. and 1 
p.m. This policy is one of the largest 
of its kind ever written, according to 
the Hartford. It is expected that more 
than 50,000 persons will witness the 
great race between the winner of the 
Kentucky Derby and the champion of 
the English turf if good weather pre- 
Vails. 





Cc. D. COLE A SPECIAL 

The National Union announces the 
appointment of Cecil D. Cole as spec- 
ial agent in the Virginia field to suc- 
ceed Walton H. Griffith who has been 
promoted from that post to the posi- 
tion of assistant secretary of the com- 
pany. Mr. Cole, who is a son of E. E. 
Cole, president of the company, is no 
stranger to the Virginia field having 
served as assistant to Mr. Griffith in 
that territory for the past six months. 





B. C. Chittenden, adjuster at Port- 
land, Maine, for the New England de- 
partment of the General Adjustment 
Bureau, has been promoted to the po- 
sition of manager of the Utica, New 
York office, as of October 15. W. G. 
Mills, Jr., for some time an adjuster 
at the Boston office of the General 
Adjustment Bureau, will succeed Mr. 
Chittenden at Portland. 








J. A. Kelsey, General Agent 





MARINE AND FIRE 
INSURANCE 
LIMITED 


| UNITED STATES FIRE BRANCH 
| 





| 45 JOHN STREET, NEW YORK 





COMPANY 


George Z. Day, Asst. Gen. Agent 


























Representatives of this agency are men 
who are experts in insurance matters— 


—who know insurance and the sort of ser- 


Use the 


phone vice Brokers require 
for quick —who have at hand unheard of facilities for 
service Westchester county. 


3520 


Representing Forty-Five Fire and Casualty Companies 


KNOX, LENT & STEVENS 


INCORPORATED 
GENERAL INSURANCE 
White Plains 15 Court St. New York 


Successors to the Insurance Business of Tibbits, Prince & Ripley, Inc. 
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CHARLES HOYT SMITH | 
OR 


MARSHALL & STERLING, INC. 
Poughkeepsie Trust Co. Building 


POUGHKEEPSIE, N. Y. 
Telephone 8271 


We pay Brokers liberal commissions and protect their accounts. 


We furnish insurance Engineering and Prevention Service gratis on 
Fire and Compensation risks. 


We write Fire and allied lines, Compensation, Liability and Automobiles. 


We represent fifteen of the leading Fire Companies and are General 
Agents for the Globe Indemnity Company. 














CRUM AND FORSTER 
110 WILLIAM STREET—NEW YORK CITY 


REPRESENTING 
The North River Insurance Co. of | United States Fire Insurance Co. 


New York of New York 

Richmond Insurance Company of British America Assurance Co. of 
New York Toronto, Canada 

United States Lloyds, Inc., of Western Assurance Company of 
New York Toronto, Canada 

New York State Fire Ins. Co. of Potomac Insurance Company of 
Albany, N. Y. Washington, D. C. 


Union Fire Insurance Co. of 


United States Underwriters’ Policy 
Buffalo, New York 


of New York 


F. M. Gund, Manager, Western 
Department, Freeport, Illinois 
Hines Brothers, Managers, South- 
ern Department, Atlanta, Georgia 


H. Junker, Manager, Pacific Coast 
Dept., San Francisco, California 
Cobb Glass & Co., Managers, North 
Carolina Dept., Durham, North 
Carolina 











LEWIS & GENDAR 


Incorporated 
NEW YORK CITY AGENTS 


National Liberty Insurance Co. of America 
Caledonian Insurance Co. 
The Commonwealth Insurance Co. of New York 
London & Scottish Assurance Corp., Ltd. 
United Merchants Insurance Co. 


BROOKLYN AND SUBURBAN AGENTS 
National Liberty Ins. Co. of America 

Northern Assurance Co., Ltd. Firemen’s Ins. Co. of Newark 

The Commonwealth Ins. Co. of N. Y. United Merchants Ins, Co. 

London & Scottish Assur. Corp., Ltd. Indemnity Ins. Co. of N. A. 
NEW YORK OFFICE BROOKLYN OFFICE 
ONE LIBERTY STREET 198 MONTAGUE STREET 

Telephones: John 0063-64-65 ’Phones: Main 6370-71-72 | 
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Reinsurance Pool ° 
For Western Bureau 


STEPS TAKEN AT PITTSFIELD 





Declaration of Principles States Bureau 
in Favor of Co-operation; No 
War Expected 

Defensive tactics were employed last 
week by the Western Insurance Bureau 
at its meeting at Pittsfield, Mass., in 
anticipation of changed conditions in 
the middle west that will come as a re- 
sult of the abrogation of the Bureau- 
Union conference agreement. The gen- 
eral opinion now is that, despite the 
increased commissions granted on cer- 
tain lines by the Bureau and the grad- 


ual dissolution of mixed agencies, 
nejiiher the Union nor the Bureau is 
going to throw all restrictions to the 
winds and make relentless drives for 


business now 
ization. 

In a published declaration of princi 
ples made at Pittsfield by Charles E. 
Sheldon, the Western Insurance’ Bu- 
reau announced itself as in hearty sup- 


held by the other organ- 


port of co-operation among Company 
organizations and also in favor of 
democratic ideas in the business. 


Later on in the meeting it was decided 
to form a reinsurance pool among Bu- 
reau members to handle large individ- 
val lines running up to nearly a mil- 
lion dollars. The reinsurance organiza- 
tion will serve to remove the Bureau 
companies from dependency on outside 


companies to relieve them of excess 
lines. 

With the breaking up of ‘mixed 
agencies, as desired by the Western 
Union, there will be considerable 
trouble for awhile. The Bureau grants 
an extra 5% to agents on mercantile 


buildings and stocks and consequently 
will control a large number of agents. 
But the Bureau must go beyond that 


and be able to grant facilities to 
sureds who place their lines with 
reau agents that have dropped their 
Union connections. Hence the neces 
sity for a reinsurance organization with- 
in the Bureau. 

In his statement on “What the West- 
ern Insurance Bureau Stands For,” Mr. 
Sheldon read an indictment of the Un- 
ian’s move in ending the conference 
agreement. He branded as “autocratic” 
the formation of a group of twenty-five 
companies within the Union to uphold 
just principles as they saw theni. 

Mr. Sheldon’s report was adopted 
unanimously by the Bureau. Its text 
follows: 

“The Western Insurance Bureau was 
formed to further the principles of co- 
operation and, fundamentally, to be 
helpful to its membership and. their 
local representatives, to afford counsel 
and protection and generally to foster 
good practices in our business. 

“In its declaration of principles the 
Bureau states in part that it is organ- 
ized ‘to better conditions in the insur- 
ance business as relating to the inter- 
ests of the insurance public, to  con- 
serve and promote the interests of its 
company members and of the agents 
representing them, recognizing that the 


as- 
Bu- 


agents are an integral part of their 
business.’ 
“Later it originated and supported 


the movement for the joint conference 
agreement, promulgating the evident 
truth that then, as now, ‘the situation 
in fire insurance appears to be so 
fraught with the possibilities of serious 
and disastrous conditions as to demand 
unbiased and painstaking consideration 
from all those depending upon the bus: 
ness for position and livelihood and that 
the necessity exists for safer and more 
conservative methods, especially as re- 
lates to the expense of conducting the 
business, the undersigned, representa- 
tives of the fire insurance companies 
comprising the Union and the Western 
Insurance Bureau, hereby propose to 
come into harmony with respect to the 











Incorporated 


1849 











SPRINGFIELD 


Fire & Marine Insurance Company 
SPRINGFIELD, MASS. 


ALWAYS include a SPRINGFIELD policy— 
“IT PAYS!” 


Cash Capital 
$3,500,000.00 




















conduct of certain parts of their com- 


mon business, ‘in order that ultimate 
resuits may be secured which shall 
prove beneficial, not alone to them- 


selves, but to their agents and patrons 
as well.’ 
Attitude to Agents 

“With respect to our local agents, the 
Bureau voiced its feeling of obligation 
in these words: ‘To our agents, with- 
out whose intelligent and conscientious 
cooperation and labor our’ business 
would necessarily be confined within 
narrow limits and who are entitled to 
the fullest consideration in all matters 
of mutual interests.’ 

“With broad vision and in generous 
spirit the Bureau gave expression to its 
attitude toward non-member companies 
in this language: ‘Because companies 
have differed in underwriting methods, 
none should be deterred from uniting in 
a common endeavor for the betterment 
of the business.’ 

“Now, after more than a decade, the 


Bureau, by reason of the precipitate ac. 
tion of the Union, is again facing the 
need for intelligent, independent and 
constructive action in order that its 
membership, its agents and, not least, 
its patrons may not suffer through the 
reactionary methods which have dealt 
so severe a blow to the cause of co- 
operation and the conservation of ex- 
pense. 

“Therefore, the Bureau feels that it 
is desirable and necessary that it 
should declare its position respecting 
the outstanding problems of our busi- 
ness. Above all else the Bureau stands 
for cooperation, the flower and fruitage 
of intelligent industry and _ persistent 
effort. To all the questions affecting 
our common business which arise in 
the minds of state officials, the local 
agents or the property owning public 
from whom we derive our income, we 
shall give exhaustive and generous and, 
we trust, wise consideration. 

(Continued on page 22) 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal Bassett, President 
John Kay, Vice-Pres. and Treas. 
A Hassinger, Secretary 


Wells T. Bassett, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J 
Organized 1855 


Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$2,250,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities 9,004,301.01 


Net Surplus 4,436,386.20 


Total ....$15,690,687.21 


Policyholders Surplus, 
$6,686,386.20 








Henry M. Gratz, President 
Neal Bassett, Vice-Pres. 
John Kay, Vice Pres. and Treas. 
avis G. Vaughan, Secretary 
A. H. Hassinger, Secretary 
Welle T. Bassett, Secretary 


' THE 
Girard F. & M. 
INSURANCE CO. 


of Philadelphia 
Organized 1853 


Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$1,000,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities ...  2,665,678.50 


Net Surplus 1,110,233.48 


Total .....$4,775,911.98 


Policyholders Surplus, 
$2,110,233.48 

















Neal Bassett, President 
John Kay, Vice-Pres. and Treas. 


John A. Snyder, Secretary 
A. . Hassinger, Secretary 
Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 


of Philadelphia 
Organized 1854 
Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$ 600,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities 


Net Surplus 


1,916,251.22 
945,537.10 


Total .....$3,461,788.32 


Policyholders Surplus, 
$1,545,537.10 














H. M. Schmitt, President 
Neal Bassett, Vice-Pres. 
John Kay, Vice-Pres. and Treas. 
Thos. A. Hathaway, Secretary 
A. H. Hassinger, Secretary 
Welle T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa, 
Organized 1866 

Statement January 1, 1923 
ASSETS AND LIABILITIES 
Capital ...$1,000,000.00 


Reserve Rein- 
surance und 
and all other 
liabilities ....  1,329,033.00 


Net Surplus 1,452,589.00 
Total As- 
sets ....$3,781,622.00 


Surplus to Policyholders 
$2,452,589.00 











LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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Lott on Economic 


Value of Agents 





)EFENDS COMMISSION RATES 





Tells How Local Agents Give Adequate 
Service in Return for Compensa- 
tion They Receive 


Character:zing the American local 
agent as a national asset and calling 
his critics “intellectually bankrupt or 
morally mildewed,” Edson’ S._ Lott, 
president of the United States Casualty 
(Company, spoke yesterday afternoon 
pefore the Pennsylvania Association of 
Local Agents in annual session at 
Wilkes-Barre, in reply to the claim that 
local agents constitute an 
waste. 14 

Mr. Lott began his talk by asking 
himself this question, “Why the insur- 
ance agent?” and then proceeded to 
onswer his own query. 

“But first, ll further ask—Why the 
lawyer?” asked Mr. Lott. “Why the 
dector? Why the architect? Why ever 
seek the advice of an expert? These 
additional questions I ask for the pur- 
pose of placing the intelligent insur- 
ance agent alongside the intelligent 
lawyer, doctor and architect—where he 
properly belongs. I shall confine my 
remarks to the insurance agent because 
ii is he whom the non-agency mutual 
insurance companies claim is an ‘eco- 
nomic waste’ and should be eliminated. 

“The socialists and the communists 
wake the same claim. 

“But,” exclaim the promoters of non- 
vgency mutuals and reciprocals, ‘the 
now prevailing charge for the agency 
service is excessive.’ That is a conten- 
ton to be considered. But before it is 
considered the buyer of insurance 


economic 


should get out of his mind all preju- 


dices aroused by the contention that 
insurance ought to be sold without any 
agency expense at all. 

Service Charge Not Excessive 

“This latter contention is humbug. 
Especially is it pure humbug on the 
part of the reciprocals, which gener- 
ally, while advertising ‘insurance at 
cost’ and furnishing no agency service, 
yet incur expenses in the form of com- 
missions to their attorneys-in-fact at 
much higher rates than the prevailing 
rates of agents’ commissions. 

“In judging the reasonableness of the 
agents’ commissions, the buyer of insur- 
ance should not start from the assump- 
tion, induced by the catchwords ‘insur- 
ance at cost,’ that almost any material 
commission is excess.ve, but should 
compare the agents’ commission with 
the corresponding expense of distribut- 
ing and marketing other commodities. 
For illustration: Out of every dollar 
we expend for bread, we pay, on an av- 
erage, about 50 cents as the cost of dis- 
tr.bution and marketing, to compare 
W-th the average of 15 cents in compen- 
sation insurance. And this comparison 
can be duplicated indefinitely, always to 
the advantage of insurance. Such com- 
prisons, of course, are not conclusive 
aS to the reasonableness of the charge 
for the agency service; but they should 
he sufficient to bring home to the minds 
of intelligent beings that it ought not 
to be assumed that such charge is ex- 
cessive without first considering the 
service the insurance agent returns for 
lis money. 

“It is quite commonjy believed by the 
public that the agent’s service consists 
Merely in getting somebody to order a 
boliey and pay a premium; whereupon 
the agent deducts his commission and 
ls through with the job. Not by a long 
shot! 

“It is the business of the agent, for 
the protection of his clients, to select 
ind distribute r’sks as the interests of 
'S company and its policyholders may 
“ictate, and not simnly to drum up 
buyers of insurance indiscriminately. 

‘ Agent Must Be Educated 

It is the business of the agent to so 




















ORGANIZED 
1853 


CASH CAPiTAL 
$18,000,000 








KEEP UP THE WORK 


lire Prevention Week, October 7th to 
13th, is over for 1923. It served its purpose 
well for it started many property-owners 
thinking and acting along constructive lines 
in eliminating fire hazards and endeavoring 
to reduce the tremendous fire waste. 


But the influence of I‘ire Prevention Week 
will be of no avail if property-owners are 
permitted to slip back into the careless 
habits that breed fires. 


Local agents should take advantage of 
every opportunity to encourage the idea of 
Fire Prevention. Keeping up the good work 
at all times during the year is bound to have 
its effect. 















THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 





Fire and Lightning, Automobile (Complete cover in Combi- 
nation Policy), Earthquake, Explosion, Hail, Marine (Inland 
and Ocean), Parcel Post, Profits and Commissions, Rain, 
Registered Mail, Rent= ental Values, Riot and Civil Commo- 
tion, Sprinkler Leakawe, Tourists Baggage, Use and Occu- 
pancy, Windstorm. 





STRENGTH REPUTATION SERVICE 
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educate himself that he may advise his 
clients properly as to the placing of 
their insurance and to secure for them 
just the right coverage needed—no 
more and no less—in companies of un- 
doubted stability, incidentally steering 
them clear of the multitude of wild-cat 
concerns that are holding out specious 
inducements to catch the ignorant and 
unwary. 

“It is the business of the agent to 
remain constantly on the job through- 
out the life of a policy. 

“All respectable insurance carriers 
are striving hard to effect prompt and 
fair adjustments, prompt payments, 
prompt and efficient medical and surg- 
ical care, and the development of effi- 
cient and economical methods for re- 
habilitating the injured and restoring 
them to a position where their earning 
capacity is as great as possible. In- 
evitably there are faults and omissions. 

“No insurance carrier, be it state- 
fund, mutual, reciprocal or stock com- 
pany, which deals with the insured on 
the mail-order plan and through a small 
force of claim adjusters only, can keep 
so in touch with conditions throughout 
the field of its operations as to dis- 
cover and correct its faults of adminis- 
tration or learn the possibilities for im- 
provement. In their agency forces, 
however, the standard insurance com- 
panies have eyes and ears throughout 
the entire field. It is part of the agents’ 
service to look out for the interests of 
their clients—and by their clients I 
mean not only the insured employers, 
but also the insured workmen—to see 
that the latter get, fully and promptly, 
what is due them, and to bring home 
to the knowledge of the insurance com- 
pany all indications of reasonable dis- 
sutisfaction. In other words, the 
agency service must aid, through ob- 
servation of results in the field, in de- 
veloping the administration of insur- 
ance so that the needs of the public 
may be satisfied. 

“Surely the services I have enumer- 
ated are highly conducive and gener- 
ally essential to the development of 
sound insurance and to an efficient ad- 
ministration of insurance benefits. Is 
it not unreasonable to expect that com- 
petent men should render such services 
for any rate of remuneration less than 
they now receive?” 





HARTFORD'S PREVENTION ADVTS 


Chart of Fire Losses Since 1902 Went 
To 98 Newspapers; Local Agents 
Co-operated 
In the interests of Fire Prevention 
Week, the Hartford Fire preparcd a 
large newspaper advertisement in the 
form of a graphic chart of the yearly 
fire losses since 1902. This was of 
fered to prominent papers all over the 

country. 

The newspapers in turn enlisted the 
co-operation of local insurance ag>nts, 
Chambers of Commerce and manufac 
turers and dealers in safety devices. 
These concerns co-operated to pay for 
the seven column full depth advertise- 
ment and their names appeared in a 
espace left for that purpose. 

The advertisement as prepared by 
the Hartford was striking and the in- 
itial expense for art work and plates 
was far greater than any one commun- 
ity could have afforded. The copy fea- 
tured the subject of fire prevention 
and tied up closely with the local 
write-ups of that week's. activities 
which ran in the news columns of the 
papers. Ninety-eight newspapers with 
a total circulation of over 3,200,000 
scattered from the Atlantic to the Pa- 
cific, requested a mat of this adver 
tisement for local use. 


The Dolan Agency, Inc., has been 
formed to conduct an insurance and 
brokerage business in Hunter, N. Y.. 
with a capital of $6,000. The direct 
ors are J. C. Dolan and George J. 
Strenck of Hunter and Edward W. 
Lackey, of Tannersville. 
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Messrs. Fire Marshals: | ae 


Wi 


The Glens Falls Says, Amen! | : 


at tl 
“con 








expe 
éxce 
the 


In your recent resolution you say: with 


and 


Whereas, The representatives of the National ot 
Board at this meeting confirm our own conclu- on 
sion that arson was more prevalent in 1922 than - 


ever before in the history of this country; and and 


Wihereas, The primary cause of arson is den 
Over-inSurance. Therefore, We, the members M 
of the Fire Marshals Association of North Amer- inte 
ica, in convention assembled, do condemn this aun 





practice and recommend that all possible steps aa 
be taken to prevent it. mo 

We further belivue that it is within the *, 
power of the insurance companies, through gE 
their agents, to largely control, if not completely B- 
wipe out, this vicious practice. pre 


And we most respectfully urge that the insur- 
ance companies use more care in the selection ree 
of agents and make such arrangements with cor 
their agents as are necessary to correct this ra 


great evil in the insurance business. ms 
Our own position on the subject of criminal fires se 
is known to all. We strike hands with you in the wt 
effort and intend to do all that a company can do “ 
to check this menace to society. We,also are con- ue 
fident that our agents are with us ‘to the limit. eo 


The Glens Falls will not tolerate an agent who is 
indifferent to Moral Hazard. 
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INSURANCE” COMPANY a 
GLENS FALLS, N. Y. ci 
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E. W. WEST, President H.N. DICKINSON, Vice-President F.M. SMALLEY, Secretary R.C. CARTER, Treasurer J. A. MAVON, F. L, COWLES, H. W. KNIGHT, Assistant Secretaries 








— 








9, 199 














October 19, 1923 





THE EASTERN UNDERWRITER 


17 





Competition Rouses 
Pennsylvania Agents 


FLOCK TO STATE ASSOCIATION 








Reciprocal Competition and Automobile 
Dealer Agencies Sore Spots; Meet 
at Wilkes-Barre 





Wilkes-Barre, Pa., October 17.—More 
than 100 enthusiastic agents at the 
opening session of the annual conven- 
tion of the Pennsylvania Association of 
Insurance Agents, meeting here today 
at the Hotel Sterling, attested to the 
“come-back” of the association. It is 
expected that the total registration will 
exceed 200 by tomorrow, thus putting 
the Pennsylvania association on a par 
with other eastern state associations, 
and realizing ambitions of President 
Cc. H. Biddle, Treasurer F. V. Rockey, 
and John A. Dalzell, chief among those 
who raised the association from its 
dormant state. 

Mr. Dalzell, scheduled to make the re- 
sponse to addresses of welcome by 
Mayor Daniel Hart, of Wilkes-Barre, 
and Richard A. Ward, president of the 
Wilkes-Barre Insurance Exchange, was 
slightly injured in an automobile acci- 
dent en route from Pittsburgh and may 
not be able to reach the convention. 

Mutual and reciprocal competition 
stung the Pennsylvania association 
into action, uccording to President 
Biddle. A certain need for cooperation 
among agents was the chief reason for 
agents rejoining the association, he 
said. With a mailing list of 1,000 
agents, high pressure literature, and a 
monthly news letter, President Biddle 
and his lieutenants put the organization 
on its feet. 

The Pennsylvania Association has for 
its goals those of the National Associa- 
tion. One of the principal problems is 
to stop the appointment of automobile 
dealers aS insurance agents. Excellent 
progress is being made in this direction. 

In closing, Mr. Biddle deplored unions 
of agents’ associations with other insur- 
ance organizations, including mutual 
members. He believes the local agents 
must stand together and alone without 
compromising affiliations. The associa- 
tion now has nearly 350 members and 
can stand alone. EKighteen months ago 
the membership was practically noth- 
ing. 

John B. Morton, vice-president of the 
Fire Association, stressed benefits of 
organization among local agents in his 
talk this morning. He cited specifically 
the defeat of Untermyer and of Gover- 
nor Hyde, of Missouri, through efforts 
of local agents’ associations. “It isn’t 
What agents’ organizations do, but what 
abuses they prevent that count,” Mr. 
Morton declared. 

Mr. Morton also spoke in favor of the 
Pennsylvania Advisory Boards and the 
agency qualification law. 

On underwriters’ annexes he said he 
noticed a change in sentiment among 
companies and predicted early settle- 
ment of that vexing problem. 





ROCKEY+* LEAVES ASSOCIATION 
Secretary of Penna. Agents’ Ass’n. 
Goes To Surety Company; W. W. 
Ellis Speaks 





Wilkes-Barre, Pa. October 17.— 
Fred V. Rockey, secretary-treasurer of 
the Pennsylvania Association of Insur- 
ance Agents, made his final appear- 
ance before the convention this morn- 
ing when presenting his annual re- 
Port. As he stepped forward on the 
platform he was vociferously applaud- 
ed by the agents to show their appre- 
ciation of his services. Mr. Rockey 
Was one of the staunch supporters of 
the Association when its future seem- 
ed darkest. He now leaves agency 
Circles to become an official of the 
Pennsylvania Surety Company. 

W. Warren Ellis, publicity manager 
of the Commercial Union fleet, gave 
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HE Annex idea is unfair to the 
agent. By setting up unneces- 
sary competition within limited 

zones, it reduces his legitimate prof- 
its. Thereby in the end it weakens 
the agency system, striking at the 
first essential of true public service— 
substantial, trained, expert agents. 


“No Annexes” is the expressed policy 
of the Central Fire Insurance Com- 
pany of Baltimore. We believe that 
this means success and service for 
both company and agents. 
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SURPLUS TO POLICY HOLDERS $1,640,758.05 


Report by Insurance Department of Maryland, for 1922. 


“The Company adjusts and settles its losses 
promptly and with justness and fairness.”” 
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the agents some excellent fire insur- 
ance selling ideas in a crisp talk made 
here this morning. Mr. Ellis was invit- 
ed to deliver the same address on use 
and occupancy and rent insurance that 
he made before the New Jersey asso- 
ciation last month, 

‘The fire insurance business is no 
longer essentially a friendship game,” 
said Mr. Ellis “Agents in different 
parts of the country who are making 
an intelligent effort to advertise and ac- 
tually ‘sell’ their service are making 
a notable success. 

“Fire insurance offers as many op- 
portunities as any modern enterprise. 
The agent who pushes the side-lines 
will gradually control the bulk of the 
fire business as well. There are up- 
wards of 144 side lines in a general 
insurance agency. The agent must 
pick those that offer the greatest op- 
portunities in his town or city. Of the 
fire insurance side lines, by all means 
pick use and occupancy, rent and ex- 
plosion for active sale.” 

John L. Mee, vice-president and sup- 
erintendent of agencies of the National 
Surety, who was scheduled to give a 
talk today, was forced to cancel his 
engagement and did not appear at the 
convention. 





A FISH STORY OUTDONE 





Automobile Fire Loss Traced To Rats 
Who Moved Their Furniture On 
To Top of Engine 


Fall months are proverbially produc- 
tive of tine-sounding fish stories, tales 
of summer conquests on brook or 
stream. But to have such yarns out- 
done by something alleged to be true 
is well worth chronicling, so herewith 
is presented a story published in the 
“Fireman’s Fund Record” relating the 
wonderful exploits of a rat in inhabit- 
ing an automobile. It is called “An 
Auto Rat Loss” and develops as fol- 
lows: 

When W. C. Crittenden, of San Fran- 
cisco started the motor of his Lincoln 
touring car after leaving it standing 
for three days while his party was 
camping in the Klamath Falls, Oregon, 
country, his aunt in the back seat said, 
“I smell something burning.” Mr. Crit- 
tenden got out and looked around the 
car. There was no sign of a fire. 
Just as he was climbing in under the 
wheel again he noticed a blister about 
a foot wide rise up on top of the hood. 
He jumped out and opened the hood to 
behold a smoking mass of pine needles, 
pieces of sack, wood, pine cones and all 
sorts of rubbish. 

Fortunately he had a hand extin- 
guisher on his car and put out the fire 
before much damage was done. Then 
he examined the collection on top of 
his engine and found a pair of slippers 
end a fishing bag of his that he thought 
had been stolen. 

There is a certain kind of rat which 
infests the mountain sections of the 
West called the “pack rat,” or “trade 
rat,” the name being derived from the 
peculiar habit these pests have of 
carrying things from place to place for 
no apparent reason. While the automo- 
bile was standing these rats had crawl- 
ed up the asbestos-covered exhaust 
pipe. 

This is the first automobile fire loss 
caused by rats as far as the records 
of the loss department show. 





Silas Chapman, Jr., has been in the 
insurance business in Hartford for 
sixty-one years and today at age 78 is 
still active. In that time he has moved 
his business place only three times and 
is now located within a block from 
where he first started as a local agent. 
Mr. Chapman’s first job in the insur- 
ance business was as an office boy for 
the old North American Fire. When the 
Hartford companies went under as a 
result of the Chicago fire the North 
American was among them. It was 
then that Mr. Chapman became a local 
agent and he has continued uninter- 
ruptedly since, 
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Personal Liability 
Fire Laws Advocated 


AT FIRE PREVENTION EXHIBIT 
Construction of Better Buildings Also 
Stressed; Speeches Got Wide Daily 
Paper Publicity 








The excellent speaking programme of 
the National Fire Prevention Congress 
at the 7ist Regiment Armory in this 
city was maintained at its high point 
right through the week, and unquestion- 
ably will mark a splendid step forward 
in the cause of fire prevention. Long 
extracts from many of the addresses 
given found their way into the columns 
of the daily press and thus to the at 
tention of millions of readers. The 
only regrettable fact was the slim per- 
sonal attendance at the various sessions 
of the Congress. Many read the talks 
but few heard them, with the exception 
of those broadcasted over the radio 
during Fire Prevention Week. Some 
of the speakers at the Armory ad 
dressed over a hundred while 
others were lucky to bakers’ 
dozen on hand. 


persons, 
have a 


Two big topics that were stressed 
during the closing days of the congress 
were the necessity of proper building 
codes, and personal liability laws to pun 
ish those guilty of carelessness in 
starting fires. George W. Booth, chief 
engineer of the National Board of Fire 
Underwriters, and Wharton Clay, an 
architectural engineer from Chicago 
spoke on fire resistive houses; T. Al- 
fred Fleming, supervisor of the Conser- 
vation Department of the National 
Board, and Ralph EK. Richman, editor of 
“Fire Prevention,” treated the subject 
of personal liability laws. 

Extracts from the 
Booth follow: 

Without a doubt there is hardly a 
city in the United States that does not 
daily escape destruction by fire or, as 
commonly termed, “Conflagration.” 

A prime essential to the elimination 
of the menace of the “black block” is 
that a proper building code be enacted 
and enforced, and that every citizen be 
impressed with his individual responsi- 
bility in connection with it. If all build- 
ings were of properly protected fire re- 
sistive construction, and contained suf- 
ficient fire-fighting facilities and equip- 
ment to extinguish any fire which might 
occur in them, it would be difficult for 
fires to originate, get outside of the 
building, and assume conflagration pro- 
portions. While this condition is being 
approached in the better districts of 
some of our larger cities, local protec- 
tion of the other buildings, of inferior 
construction, must be provided to re- 
duce the conflagration hazard to a 
minimum. 

Fire Resistive Houses Are Possible 

Mr. Clay, in his talk, said in part: 

“Lumber construction, because of its 
great strength, ease of cutting and fit- 
ting and the familiarity of the work- 
men with it, is the most eéonomical ma- 
terial on the market today with which 
houses can be constructed. Attempts 
have been made to produce fire-resis- 
tive houses with other materials, but 
they have up to date always ended in 
financial disappointment because of the 
extra burden it places upon the home 
owner. 

“For over thirty years, expanded 
metal lath has been known to the gen- 
eral building public as a fire-resistive 
material. Notable examples of its fire- 
stopping qualities have appeared from 
time to time. On the other hand, hun- 
dreds and even thousands of houses 
constructed in the ordinary manner 
burn down yearly, and we thoughtless- 
ly let them pass without inquiring into 
the basic reasons why houses should be 
so rapidly consumed and take with 
them so many precious lives. 

“The true measure of the fire-resis- 
tive value of expanded metal lath as a 
protection for wood was not known un- 
til a short time ago; but on the Anni- 


address 


of Mr. 





“I Have All the 


Insurance I Need” 
HAVE all the insurance I need” is the 


as | 

stereotyped, standardized response ut- 
tered by thousands to insurance men whose 
sales appeal has become stereotyped, warp- 
ed and lacking in buying interest. And, of 
course, one cannot expect to win “buy” 
interest without a clear conception or pic- 
ture of each buyer’s special problem. 


Developing side lines for profit—immediate and future 

offers the greatest opportunity for studying buyers’ 
needs, and fitting each client with an individualized 
solicitation. Indeed, few are the buyers of insurance 
who realize their full requirements until these are 
pointed out. Take ‘Tornado Insurance for example. 
One’s thoughts at once skip to the West where cyclones 
have repeatedly left their ugly scar, and we lightly dis- 
pose of the matter as of little import—we don’t live in 
the West. 


Yet, your newspaper daily tells you of destruction by 
windstorms, and Windstorms 
destroy all manner of property. [experience shows that 
no territory is immune, The peril of serious loss of life 
as well as property by windstorm is greater than the 
fire risk, 


cyclones tornadoes. 


Study your client and his needs. Offer him complete 
protection through one or more of the side lines here 


listed, 
lire Postal 
Automobile Profits 


Lornado 1 ‘ransportation 


Sprinkler Leakage Commissions 


Lixplosion Strike, Riot and 





Use and Occupancy Civil Commotion 
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OF AMERICA, 


Executive Offices: 1 Pershing Square 
42nd Street at Park Avenue, New York, N. Y. 
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CHICAGO 
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THE COMPANY WITH THE “L & L & G” SERVICE 





versary of Fire Prevention Day, 1922, 
the Underwriters’ Laboratories an. 
nounced that a wood-studded partition 
plastered on both sides by metal lath 
and plaster, and an ordinary wood-stud 
floor as commonly constructed, but pro- 
tected on the under side with meta] 
lath and plaster would resist the in- 
tense heat of their Standard Fire Test 
for over one hour and remain intact and 
carry its load beyond that period, 

Shortly thereafter, they announced that 

ordinary lath and plaster would expose 

the wood behind it, under the same 
conditions, in about four minutes, 

Here, then, lies the secret of the im- 

mense life and fire loss in residence 

construction in America, 

“Fire-resistive houses are a present 
reality. They simply have not been 
recognized.” 

Personal Liability Laws 

In advocating personal liability laws 
Mr. Fleming declared: 

“Possibly the greatest awakening 
force would be the passage of a person- 
al liability statute, which, rigidly en- 
forced, would eliminate 85% of the 
losses now occurring. Into the fabric 
of the laws of the civilized world there 
has always been woven a basic princi- 
ple of personal liability. It applies in 
all lines of activity in this country with 
one exception, losses due to fire. Eu- 
rope’s last reported average fire loss 
per capita is about one-fourteenth that 
of ours today for two reasons: 

“1. They have a rigid personal liabil- 

ity law holding the owner of prop- 

erty personally responsible for 
losses by fire due to his careless- 
ness or neglect. 

2. Their construction of buildings in- 
cludes both the elements of pro- 
tection and permanency. 

“A personal liability statute rigidly 
enforced would to a large extent solve 
the entire fire waste problem. 

“Connected with personal liability 
legislation there should be a concerted 
demand for better construction of build- 
ings. 

“One of the greatest authorities on 
construction in America recently stated 
that 80% of our losses were due to the 
spread of fire as a result of unprotected 
vertical and horizontal openings. Sat- 
isfactory fire walls and enclosed stair- 
ways and elevator shafts will frequent- 
ly confine fire to the area in which it 
had its origin.” 

Mr. Richman supported Mr. Fleming’s 
stand by adding the following: 

“Personal liability laws to curb fire 
waste are of recent enactment in the 
United States. They are few in num- 
ber and mild in their provisions. Yet 


even these are in advance of public 
thought. 
“The attorneys-general in several 


states of the Union gave opinions a few 
years ago to the effect that there was 
ample common law to support any civil 
suits for damages where a fire was 
started or spread by carelessness or 
negligence. The courts have frequent- 
ly upheld this contention. 

“Not until the American people de- 
velop a fire conscience which brands 
the citizen who has a preventable fire 
as undesirable and a public enemy will 
there come into play the most effec- 
tive weapon against Ameriga’s great 
fire waste. A careless act causes a fire. 
This fire results in expenditure of pub- 
lic funds to extinguish it, in destruction 
of taxable wealth, in throwing hundreds 
of fellow citizens out of employment 
into serious distress and even poverty, 
in the disruption of work in fifty other 
plants dependent for continuous produc- 
tion on the output of that destroyed, in 
the wrecking of a piece of fire appar- 
atus, in the death of three employes 
and two firemen; the fire spreads and 
makes a thousand families homeless, 
turning to ashes every familiar object 
that entitled their houses to be called 


homes. A man was responsible for 
that careless act.” 





William B. Neergaard, of Joleson, 
Miller & Co., has been elected a direc- 
tor of the Union Hispano Americana 
Fire & Marine. 
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Fires Freeze Credits 
Orr Tells Congress 


REDUCE 





MUST FIRE LOSSES 





Editor of Credit Monthly Explains to 
Public Close Relationship Between 
Insurance and Credit 





Why the credit man is interested 
vitally in Fire Prevention Week was 
explained last week at the Congress in 
this city by William Walker Orr, editor 
of “The Credit Monthly” and assistant 
secretary of the National Association 
of Credit Men. 

“Fire safety is a credit item in that 
through the reduction of fire we have 
the most effective method of reducing 
insurance rates,” said Mr. Orr. “To the 
extent that rates are reduced we re- 
move the excuse which applicants for 
credit again and again put up to credit 
men, namely, that the premium rates 
are so high that business cannot bear 
the burden of carrying adequate insur- 
ance. 

“Tam glad to say that, through the 
direct efforts of credit men’s organiza- 
tions in some of our important cities, 
methods have been installed which have 
resulted in so appreciable a reduction of 
the annual fire loss that the insurance 
companies have not only reduced the 
premium rates but felt it safe to extend 
their lines more freely in these cities. 
Increasing Fire Safety and Improving 

Credits 

“We find a situation in certain lines 
of business which has brought out in a 
most interesting way the relation be- 
tween fire safety and credits. As we 
know, certain lines of business are ex- 
tremely hazardous by the very nature 
of their operations and the materials 
handled. In some of these hazardous 
lines there has been concerted action 
to reduce the hazards and bring the 
fire losses down to the lowest possible 
point. 

“The results, as we know, in the drug, 
cotton and flour industries have been 
astonishing. From being lines of great 
hazard, affecting adversely the welfare 
and prosperity of communities, these 
lines, whose processes are inherently 
dangerous, now present examples of 
solidity and stability scarcely excelled 
in any line. They have become not 
only attractive to insurance companies, 
which compete sharply for the business 
investors, bankers or the commercial 
houses. 

“In these lines we no longer have, as 
formerly, examples of men and con- 
cerns burned out, their properties 
wasted and proprietors too discouraged 
{© continue business. These lines are 
now stabilized and their credits are 
more easily established. As a result 
of greater safety from sudden fire 
waste, concerns in these lines need not 
make such large capital provision. 
They can safely operate on the more 
fenerous credit facilities readily ob- 
tained. 

‘Depending upon its extent, a con- 
flagration undoubtedly gives credit a 
real set-back. In the first place, the 
outstanding credits to those who suffer 
are inevitably tied up for an indefinite 
Period. These credits to the stricken 
business people enter into that class 
ol credits against which the credit man 
Is ever fighting—that of frozen credits. 
The dire distress of the debtors and 
the human element in business leads 
the creditors to add to their frozen 
credits further credits if a merchant 
has had a good history, even though it 
is known that the new credits will be 
hardly less frozen than the old credits 
that were extended before the conflag- 
ration. 

“Furthermore, on the insurance com- 
panies’ side we have a strain and stress 
on credits as a result of conflagration. 
The insurance companies must pay in 
cash the losses against which they have 
insured. The payments following con- 
flagration run into immense figures, 
amounting in the case of the San Fran- 
cisco fire in 1906 to nearly $250,000,000. 

The companies do not and could not 


keep such sums in cash for the pay- 
ment of their losses. They have to re- 
adjust their entire financial program; 
they have to call upon their secondary 
reserves with the trust companies and 
their third line of reserves carried in 
the form of less liquid assets,—the se- 
curities of our railroads and industrials 
which must be sold on the market in 
order to raise the necessary cash to 
meet their contracts with policyholders. 

“The feeling is general that the San 
Francisco conflagration of April, 1906, 
contributed in large measure to the 
strain resulting in the panic of 1907. 

“The half billion dollar fire loss 
which is the pace of burning in America 
that we have now reached, is not with- 
out significance to the men who extend 
the credits of investment and com- 
merce. It means the wiping out not 
of money or the symbols of money, but 
of actual wealth upon whose value, as 
measured by its availability in satisfy- 
ing men’s wants, vast credits are ex- 
tended. The fact that we replace this 
wealth quickly with other goods pur- 
chased, it may be with money received 
from insurance, gives the false notion 
that no real loss has been sustained. 
Insurance money cannot restore prop- 
erty that has been destroyed. Through 
it substitutes may be obtained, but that 
is all.” 
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National Fire Insurance Company | 


OF HARTFORD, CONN. 
Statement, January 1, 1923 





Cee OO RNa Sh dadna Websnwensceddscecaratuaeasedauneeae $ 2,000,000.00 
RESERVE FOR ALL LIABILITIES.............ccccccccceees 19,525,218.56 
TER GUM  itindecdctcsescsecuncccnccsceeceiveseccdccnacesase 8,350,064.24 
CONTINGENT RESERVE FUND... .csccccscccscsccccecsseces 500,000.00 
PERE. dcedsecsedadinuuddaddacsensasenscicnscedevescntenssdcacts 30,375,282.80 
TOTAL SURPLUS TO POLICYHOLDERG..................... 10,850,064.24 
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Try this one 


Here is an argument well calculated to put to sleep the objec- 
tion of the man who thinks he can carry his own insurance: 


“You say you can carry your own insurance. All right 
* will you carry mine, too? Here is $5.00 (offering him the 
cash). Put this in your pocket and come with me to your boss 
or banker and tell him that if my property is burned during 
the next three years, he is to pay me out of your wages or 
savings $1,000. Are you game?” 


Of course he will say no. Then jump right down his 
“Why won’t you? Because you are not in the insurance 
Because 
Because I might break you. Because you haven’t got the 


money. Because you haven't got the nerve to prove out your 
decision to insure just one small building. 


“But, my friend, that is just what you are doing today. 
You ARE an insurance company insuring just one risk—your | 
own. If you won’t take my money and insure me, how can | 
you keep that $5.00 in your pocket and insure yourself?” 


For absolute security place his insurance in a time-tested company 
whose strength and loss paying ability are unquestioned. 
{ 


FIDELIT Y-PHENIX 
FIRE INSURANCE COMPANY | 
Eighty Maiden Lane, New York, N. Y. | 


Chairman of the Board. 


CHICAGO 





you can’t take a chance on one risk. 





‘Place it in the Fidelity-Phenix” 


Cc. R. STREET, 
Praaident. 





“ AMERICA Fora” 


Cash Capital: Five Million Dollars 


MONTREAL 
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Companies Need To 
Win Public Favor 


THINGS 





SOME THAT IRRITATE 
President Bartow of Queen Discusses 
Ways of Overcoming False Public 
Impressions 





Chicago, October 17.—-President N. S. 
Bartow, of the Queen the 
Northwest meeting this week in Chica- 
£0, his address being entitled “Winning 
Public 


addressed 


Favor.” There are certain ele 


ments in the control of fire insurance 
companies which will assist them in 
winning public favor. Some of them 


are the overcoming of prejudice and ig 
norance of the business on the part of 
the public and the display of diplo 
macy and tact by companies in dealing 
with the public. He described as some 
ot the stumbling blocks the retention of 
obsolete customs and practices, also dis- 
putes between carriers as to their re- 
spective liabilities and the adoption of 
rules and forms jrritating to agents and 
public. 


In discussing the ignorance of the 
public about insurance matters, Mr. 
Bartow said in part: 

“Ignorance of our business may be 


eliminated in a measure by supplying 
matter such as that which was put out 
by the National Board during the Lock- 
wood Committee investigation in New 


York. The articles were valuable be 
cause they afforded information with 
which our agents and special agents 


could answer questions propounded by 
the public. The public does not read 
extensively elaborate newspaper ‘ads’ 
of a defensive character published by 
our own or other kinds of business. 
“An intelligent banker told me that 
he had seen the articles published by 
the insurance companies in New York, 
but had not read one. It would be de- 
sirable if some inexpensive method 
could be devised to reply to every false 


and misleading statement published 
about our business and I think some- 
thing of real value could be accom- 


plished by attaching to every policy de- 
livered to the insured a brief informing 
message by which we would in time 
reach every policyholder in the United 
States.” 

About standardization 
said in part: 

“IT feel out of sympathy with the ex- 
tent of some of our standardization, nor 
is it in the interest of the state if busi- 
ness is driven to Lloyds. Uniformity 
has its uses but it is the deadly rival 
of initiative.” 

In discussing irritating 
Bartow said in part: 

“The adoption of irritating forms is 
illustrated in the matter of a new 
dwelling house form in use in a large 


Mr. Bartow 


forms Mr. 


section of the territory in the Fast 
which combines dwelling house and 
garage. Yet there is a_ prohibition 


against the storage or use of an auto 
in any building covered without special 
endorsement. I need not recall to you 
the thousands of little garages on the 
premises represented by this vast class 
of business and yet the position is that 
if the assured owns a car and insures 
his dwelling and garage under this 
form he may not see the limiting clause 
and the policy may not bear a special 
permit. I ask, if a company should 
write a line upon a private garage of 
any gentleman in this gathering, would 
you not assume that they were put upon 
notice that an automobile might be 
housed in it and would you think you, 
would be obliged to have your policy 
endorsed with a permit to keep an au- 
tomobile?” 





EXAMINERS MEET 
The first dinner meeting of the Exam- 
ining Underwriters’ Association for the 
current season was held Tuesday eve- 
ning at Miller’s Restaurant on Nas- 
sau Street, with a large crowd attend- 
ing. 





MISSOURI INJUNCTION STANDS 





Court Refuses To Vacate Order Re- 
straining Hyde From Reducing 
Rates 15% 





Circuit Judge Henry J. Westhues in 
the Cole County Circuit Court on Sat- 
urday, Octoper 13, declined to dissolve 
the injunction obtained by 
the 150 stock fire insurance companies 
operating in Missouri against Ben C. 
Hyde, superintendent of insurance, 
from putting into effect a new 15 per 
cent reduction in Missouri fire, torna- 
do, hail and lightning insurance rates. 

The temporary restraining order was 
obtained by the companies in July after 
Superintendent Hyde had cited them 
to appear at Jefferson City on July 
26 to show cause why the threatened 
15 per cent cut in rates should not be- 
come effective. Hyde had not fixed 
the date the reduction was to be made, 
reserving his judgment until after the 
July hearing. However, when the 
companies applied to the court and 
Judge Westhues issued his order Hyde 
called off his hearing. 

He has since made repeated efforts 
to have the restraining order set aside, 
but Judge Westhues has declined to 
entertain his plea. Saturday after de- 
nying Superintendent Hyde’s | latest 
motion to set aside the restraining 
order Judge Westhues stated that the 
companies’ application for a permanent 
injunction would be heard on its mer- 
its at the November term of court, 
probably on November 10. 


temporary 





REFUTES GOV. HYDE 

The American Central Insurance 
Company of St. Louis in a circular to 
its agents throughout Missouri has 
pointed out what steps are being taken 
by the compuny to improve the physi 
cal risk on all fire policies. The circular 
was issued to refute the statements 
made by Governor Arthur M. Hyde 
September 29 in declining to issue a 
Fire Prevention Week Proclamation for 
Missouri. 





H. L. ROGERS MANAGER 

Harvey L. Rogers, manager of the 
insurance department of R. L. Watson 
and Company, Petersburg, has resign- 
ed that connection to become manager 
of the newly established insurance de- 
partment of the Union Realty and 
Loan Corporation, 210 North Eighth 
street, Richmond. He plans to enter 
actively upon his duties in Richmond 
October 22. Two companies which 
have planted with that firm will enable 
him to write practically all lines ex- 
cept life. They are the Franklin and 
the Eagle Star and British Dominions. 





JOHN D. FRY DEAD 

Richmond, Va., October 16.—John D. 
Fry, manager of the insurance depart- 
ment of the Tobacco Growers’ Co-opera- 
tive Association of Virginia and the 
Carolinas, died in Richmond today at 
the age of fifty-four. He formerly trav- 
eled North Carolina for the Agricultural 
and later was special agent in Virginia 
for several companies, including the 
Union and Nationale, of Paris. He was 
also interested in a local agency in 
South Boston, Va., which was his na- 
tive town. A widow and three daugh- 
ters survive. 





Chase Bank Statement 

The report of the Chase National 
Bank, New York, to the comptroller 
of the currency as of September 14, 
shows total assets of $448,204,503, with 
surplus and profits of $23,250,354. De- 
posits wers $390,789,470. 

F. W. Gebhard, Inc., have filed papers 
of incorporation to conduct an insur- 
ance and realty business in Albany, 
with a capital of $10,000. The directors 
are Frederick W. Gebhard, Emmat T. 
Gebhard and N. Irving Martin, all of 
Albany. 


Sounding Sentiment 
In Loss Adjustment 


REFORMS SURE TO TAKE PLACE 








National Board Committee Hears Bu- 
reau Managers; Independent 
Adjusters Next 





Following a great gathering of the 
fire insurance adjustment bureau clans 
in New York under the auspices of 
the National Board of Fire Underwrit- 
ers, the independent adjusters are to 
be called in for their views-—all this 
in the attempt to put more sanity and 
less waste into an irritating situation. 
The irritation comes from the amount 
of money which fire insurance compa- 
nies spend needlessly in _ settling 
claims. 

During the recent New York gather- 
ing, numerous stories were told of how 
the companies are getting the worst of 
it in many ways and there was some 
discussion of how companies fall for 
those independent adjusters who write 
in saying they want to be hired on 
a loss. A favorite wire going to com- 
pany offices from these men, reads: 
“Am serving others: can serve you.” 

Out in Nebraska an independent ad- 
juster is said to have a working ar- 
rangement with an intelligent girl in 
an insurance office, who acts as a tip- 
ster for him on company lists when 
there is a fire in the neighborhood. 
He pays her $2.50 for each company 
he gets as a result of her tips. 

Here are some questions which com- 
pany men are asking each other rela- 
tive to the loss situation: 

Are losses being adjusted too rap- 
idly? 

Should there be an agreement as to 
the number of days which should 
elapse before losses are settled? 

Is not the assignment of losses by 
local agents exerting a baneful influ- 
ence? 

Should not independent adjusters be 
approved by the National Board 
through a zoning committee system? 

Should not a better type of men be 
employed by the adjustment bureaus 
throughout the field? 

Should not more experts be used (in 
company service) when losses are un- 
der appraisal? 

The National Board’s committee on 
losses is composed of some of the most 
able of underwriters. It is a commit- 
tee of important men, a committee 
which is in earnest and as a re- 
sult of these conferences reforms are 
sure to take place, 


ee, 
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“STRONG AS THE STRONGEST" 


The Northern Assurance Go, 


(LTD., OF LONDON) 
Organized 16% 
Entered United States 1854 
55 JOHN STREET 
Losses Paid - - - $130,000,000 
Losses Paid in U. S. $50,000,000 


Eastern and Southern Departments 
NEW YORK CI 











HARRY C. FRY, i President 
JOHN B. SIRICH, Sec’y. 
J. A. HETRICK, Treasurer 


LOGUE BROS. & CO., Ine, 
INSURANCE 
307 FOURTH AVENUE PITTSBURGH 




















214th YEAR 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STAT£S BRANCH: 
55 Fifth Ave. - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO, 
PAOIFIO DEPARTMENT: 


N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 








THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852. 


The real strength of an insurance com. 
pany is in the conservatism of its man. 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD_ President 
FRED. A. HUBBARD, Vice-President 
CHARLES W. HIGLEY, Vice-President 
E. S. JARVIS Secretary 
WILLIAM MORRISON, Asst. See’y 


HOME OFFICE 


Hanover Bldg., 34 Pine St 
NEW YORK 


HOWIE & CAIN, Inc., Gen. Agents 
Metropolitan District 


9% WILLIAM STREET, NEW YORE 
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SHEVLIN AGENCY, Inc. 


GENERAL AGENTS 


11@ William Street 


New York, N. Y. 


FIRE & AUTOMOBILE INSURANCE & SURETY BONDS 


Excellent Facilities fer Handling Suburban Business 


Phone Beekman 3 
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Fire 

Lightning 
Windstorm 
Tornado 

Use and Occupancy 


Wm, E. WOLLAEGER, Presipvent 
HERMAN AMBOS, Ass'T. Secy. 








A Sign of Good Protection 


Writing: 


FRANK DAMKOEHLER, SEc'y, 


Rents 

Marine 

Sprinkler Leakage 

Riot and Civil Commotion 
Explosion 


R. E. BRANDENBURG, TREAS. 
ROBERT H. MOORE, Ass'T. SEc'Y. 
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| pHILADELPHIA EXPERTS 


Tredick & Company; 


THE EASTERN UNDERWRITER 





Prominent Men Pass 
On Agents’ Ability 
A EX HELP 


List of Men Presiding at Examinations 
Given New Men Who Want to 
Sell Insurance 
Some of the most prominent fire, cas- 

yalty and surety men in Philadelphia 
are the members of the Philadelphia 
Advisory Boards which pass on the 
qualifications of men who want to enter 
the insurance business there, but who 
will not be licensed by the Department 
of Insurance unless the boards give 
their O. K. The examinations are held 
twice a week in the rooms of the Insur- 
ance Federation and the well known 
members of the fraternity, who conduct 
the examinations, are as follows: 

Fire Section 





Chairman, William Embrey, Insur- 
ance Company of North America; vice- 
chairmen, R. N. Kelly, Fire Assoc’a- 
tion; J. B. Longacre, Longacre & 


Ewing; Harold V. Smith, Franklin 
Fire; Edward Troxell, Robert M. Coyle, 
& Company, G. E. Wagner, Wagner, 
Taylor & Company. 

Members, J. Burns Allen, Charles 
Robert Bishop, 
Wagner, Taylor, Edson Company; Wal- 
ter J. Chase, H. W. Brown; Richard 
Cross, Leonard M. Addis & Company; 


N. B. Foard, Hutchinson, Rivinus & 
Company; John W. Dorris, Dorris & 


Paist; Arthur H. Clevenger, C. L. Har- 
per & Company; John A. Forrestell, 
Alliance; W. M. Sassman, Platt, Yung- 
man & Company; H. R. Hoard, People’s 














National Fire; Walter A. Munns, Cur- 
tin & Brockie; and J. Sanderson 
Trump, Fire Underwriters. 

Fidelity and Surety Section 

Chairman, Howard Hager, Aetna; 
vice-chairman, Dodd Bryan, Indemnity 
Company of North America; W. Stan- 
ley Kite, W. S. Kite Company; W. 
Scott Reig, Pennsylvania Surety; J. H. 
Williams, Hutchinson, Rivinus & Com- 
pany; Edward Hoopes, Herman Hoopes, 
Inc; W. R. Parker, New Amsterdam 
Casualty. 

Members, Kent Packard, Stokes, 
Packard, Haughton & Smith; Frank B. 
Burdsall, Travelers; William H. Bart- 
ley, Maryland Casualty; Joseph Sand- 
man, Hare & Chase; Carl B. Weed, 
American Surety; Lewis Farley, Fidel- 
ity & Casualty. 

Casualty Section 

Chairman, S. H. Pool, Fidelity & Cas- 
ualty; vice-chairmen, James H. Bart- 
lett; W. W. Humphreys, Hutchinson, 
Rivinus & Company; George E. Long, 
Hare & Chase; H. K. Remington, 
Aetna; H. A. Warren, Wagner, Taylor, 
Edson Company; E. J. Dooley, Employ- 
ers’ Liability. 

Members, William Barnard, Indem- 
nity Company of North America; L. L. 
Clayberger, Mather & Company; W. C. 
Dix, Jr., Edison & Company; Joshia 
Dunseath, Norwich Union Indemnity; 
R. W. McClaskey, Travelers; Thomas 
©. Moore, General Accident; John 
Pharoah, 2nd, New Amsterdam Casual- 
ty; E. W. Cook, Commonwealth Cas- 
talty; Hazeltine Smith; J. Alden Tifft, 
Tifft, Layer & Company; J. V. Will- 
iams, London G. & A.; Stanley Cow- 
man, United States Fidelity & Guaran- 
ty; W. W. Berry, Globe; Frank Deutch- 
er, Fales & Deutcher; J. W. Donahue, 
Maryland Casualty; Fred Kortebein, 
Wilson & Company; Fred C. Metcalf, 
Standard Accident; Milo A. Nealy, 
Georgia Insurance Company; Stockton 
Townsend, Biddle & Townsend Com- 
pany; Verden K. Simpson, Detwiler & 
Company; W. F. Swan, W. F. Swan & 
Company; Fred E. Truedel, Ridge & 
McNeil; Stanley Martin, Independence 
Indemnity. 





The government in Japan is drafting 
a plan for workmen’s health insurance, 
which will be compulsory for workers 
in factories employing more than 300 
employees. 


BOSTON INSURANCE LECTURES 
Good Courses on Fire and Casualty 
Insurance, Dean Rating System 
and Side Lines 








The Insurance Library Association of 
Boston announess for the coming fall 
and winter the most extensive and 
varied program of lectures on insur- 
ance and related subjects that it has 
ever offered. The lectures will be 
given in the Assembly Hall on the 
ninth floor of the New England Insur- 


ance Exchange Bui'ding at 18 Oliver 
Street. The lectures will comprise 


courses on fire insurance, casualty in- 
surance, the analytic system for meas- 
urement of relative fire hazards, popu- 
larly known as the “Dean” Rating sys- 
tem, and side lines in insurance. Be- 
sides these the educational committee 
has under consideration a course of 
lectures for firemen and for clerical 
workers in insurance offices. 

The courses will begin about the 
middle of November and will continue 
during the winter months General e’r- 
culars and pamphlets descriptive of 
thea separate courses will be. distrib- 
uted shortly. 

The Educational Committee for the 
fire course is composed of W. B. Med- 
licott, ex-General Agent of the Atlas 
Assurance Co., a lecturer on insurance 
subiects in the Graduate School of 
Business Administration \at Harvard 
University, Chairman; Frederic R. Gal- 
acar, Special Agent of the Springfield 
Fire and Marine in Boston and Gor- 
ham Dana, Manager, the Underwriters 
Bureau of New England. 

The committee having charge of the 
Casualty Course consists of Arthur E. 
Gates, Manager of the Travelers In- 
surance Company of Boston; Arthur 
W. Burke, General Agent of the Aetna 
Affiliated Companies in Boston; H. F. 
Morse of the Employers’ Liability; 
Ward I. Cornell of the Hartford Steam 
Boiler Company and Frederick G. Far- 
quhar of the Ocean Accident & Guar- 
anty Company. 





BROKERS BID UP STOCK 


Big Demand For National Liberty 
Shares From Outside Sources; 
Averbeck Issues Statement. 


Unusual activity in the stock of the 
National Liberty last week gave rise to 
rumors that outsiders were desirous of 
securing stock control. After most of 
the present shareholders were ap- 
proached by brokers seeking to buy 
stock, M. J. Averbeck, chairman of the 
board of directors of the company, 
issued a statement urging stockholders, 
if they are desirous of selling their 
holdings, to offer them to persons now 
connected with the management of the 
company. The stock went to $182.50 a 
share on Wednesday of last week. 

Following is the statement issued by 
Mr. Averbeck: 


“To the shareholders of the National Liberty In- 
surance Company of America. 

“Gentlemen: We are told that most of the 
shareholders of this company have been ap 
proached in recent weeks bv brokers and others 
making bids for their stockholdings in the com- 
pany. So numerous have been these offers and 
at such varying prices that many of the share- 
holders have been somewhat disturbed and have 
been uncertain as to the wisest course for them 
to pursue. While the management is not advised 
as to the exact purpose of these bids or the 
source from which they come we feel that you 
are entitled to a word from the management as 
to the present condition and prospects of the 
company. 

“Tt is only fair to say that, briefly stated, 
current operations are very satisfactory and are 
considerably in advance of recent vears. So far 
as we can reasonably judge of the future we 
believe that the prospects are most excellent and 
we know of no reason why a shareholder should 
be anxious or willing to dispose of his stock at 
the prices now quoted. 

“Tf, however, there are those among you who 
may wish for any reason to conve.* your hold- 
ings into money. it is also proper for us to say 
that the undersigned and his associates in the 
active manacement of the company, being already 
large stockholders, would welcome the oppor 
tunity to acauire additional blocks of stock at 
this time. We would therefore suggest that ‘if 
shareholders should decide to sell they should 
give us an opportunity to buy, as it would seem 
no more than fair that those who have been ac- 


Truscott Arrived Here 
In Sailing Vessel 


WAS ELEVEN WEEKS AT SEA 


Sketch of Career of New President of 


Camden Fire Insurance 
Association 


James Lynn Truscott, the new pres 
ident of the Camden Fire Insurance 
Association, succeeding the late Ed- 
mund E. Read, Jr. on September 15, 


1923, was born April 5, 1855, in St. 
Austell, Cornwell, England. 

In October 1871, or about the time 
of the Chicago fire, and when Mr. 
Truscott was fifteen years of age, he 


left England for America on a sailing 





JAMES LYNN TRUSCOTT 


vessel, encountering severe storms dur- 
ing the voyage and being on the high 
seas for eleven weeks, finally arriving 
in Philadelphia in January 1872. Short- 
ly after his arrival, he entered the in- 
surance office of Bran & Cheney, this 
firm being succeeded later by J. W. 
Cheney & Company, where he became 
a partner. 

In July, 1881, Mr. Truscott accepted 
a position with the Girard Fire & Mar- 
inc Insurance Company in Philadelphia, 
to open and take charge of the ‘“Down- 
town” branch office of that company 
and -was later elected Assistant Secre- 
tary, which place he held until Jan- 
uary, 1900, when he resigned to accept 
the office of vice-president and manag- 
ing underwriter of the Camden Fire 
Insurance Association, which offices he 
has held for the last twenty-three 
years. 

At the time of Mr. Truscott’s connec- 
tion with the Camden Fire the total 
premiums of that Association amount- 
ed to $30,589 per year; assets $287,- 
225; net surplus $114,691. Foreseeing 
the advantages of broadening out as an 
agency company, Mr. ‘Truscott set 
about increasing the capital and sur- 
plus, which were doubled, and the com 
pany entered upon a period of splen 
did growth, a growth remarkable alike 
for its conservative rapidity and for 
its soundness. 





H. WARNER ARRIVES 
H. Warner, secretary of the London 
& Liverpool & Globe, has arrived in 
New York for a visit to the United 
States and Canadian branches of the 
company. 





The Walter Fuller Co., 
has been incorporated 
insurance’ brokerage 
capital is $10,009. 
clude H. S. 
Jr., and 
Broadway. 


of this city 
to conduct an 
business. The 
The directors in- 
Hendricks, E. J. Nathan, 
Brison Howie, all of 128 


tively engaged in building up the business of 
the company should have the chance to obtain 
these shares rather than outside and unconnected 
interests. If any shareholder wishes to take 
such action the writer will be glad to discuss 
definite terms in person or by correspondence.” 


NEW YORK NIGHT AT ASTOR 





Insurance Society With Murray Hul- 
bert and District Attorney Pecora 
On Speakers’ List 





Miss Maude Inch and her chief as- 
sistant, Miss Mabel Swerig, who are 
in charge of the library of the Insur- 
ance Society of New York at 84 Will- 


iam Street, must be paving their en- 
trance into local politics. The pro- 


gram for the forthcoming fail meeting 
and dinner on October 23 at the Hotel 
Astor of the Insurance 


Society con- 
tains the name of the acting mayor 


of this city, Murray Hulbert, and the 
acting district attorney, Ferdinand Pe- 
cora, and likewise H. N. Kelsey, chair- 
man of the New York Bord of Fire 
Underwriters’ committee on origin of 
fires and surveys. who will tell of the 
present co-operation between city of- 
ficinls and the insurance companies 
with regard to loss adjustments and 
fire prevention. 

It looks as though the Society were 


being taken right into the bosom of 
the city administration. Mr. Pecora 
has figured prominently in a number 


of fire insurance cases and is strong 
in his prosecution of arson trials. The 
musical program for Tuesday evening 





will be excellent, and likewise the 
menu itself. 
DIVISIONS OF “AD” EXHIBIT 





More Than Dozen Compan‘es Already 
Entered Displays For St. Louis In- 
surance Conference 





More than a dozen insurance com- 


panies that conduct active advertising 
campaigns have arranged to enter ex- 
hibits of their advertisements and 
methods in connection with the meet- 
ing of the Insurance Advertising Con- 
ference in St. Louis, October 22 and 
23. The companies now entered as- 
sure a display of the best in insurance 
advertising and it will show the mark 
ed development in this field in recent 
years. The following have already ar- 
ranged for exhibits: ' 

Aetna Affiliated Companies, Ameri 
can Insurance Co., Connecticut Gener- 
al Life, Federal Surety Co., Hartford 
Accident & Indemnity Co., Hartford 
Fire Insurance Co., Imperial Life As- 
surance Co., Insurance Co. of North 
America, Indemnity Insurance )Com- 
pany of North America, North British 
and Mercantile Group, Phoenix Mutu- 
al Life Insurance Co., Western and 
Southern Life Insurance Co. 

The exhibit which will be installed 
in the Convention Hall at the Hotel 
Chase will be arranged under the fol- 
lowing heads: 

Magazine Campaigns, House Organs 

policvholders’, agency and employ- 
ees’, Direct Mail other than House 
Organs, Window Displays—Booth Dis- 
plavs—Movie Slides, etc., Posters, 
Booklets Leaflets and Pamphlets 
other than Direct Mail, Newspaper 
Campaigns, Outdoor Advertising, Nov- 
elties. 

Every insurance company and every 
agency or general agency, whether or 
not a member of the Insurance Adver- 
tising Conference, is invited to send 
to St. Louis specimens of their adver- 
tising under any of the above heads, 
so that the exhibit may be thoroughly 
representative. 

The following committee of compa- 
ny advertising managess is in charge 


of the exhibit: 
W. L. Randall, Missouri State Life; 
E. L. Sullivan, Home Insurance Co.: 


Stanlov F. Withe, Aetna Affiliated 
Companies: C. A. Palmer, Insurance 


Co. of North America. 
Exhibits should be addressed to: 
W. L. Randall, 
Missouri State Life Insurance Co. 
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Pictures Fire Hazard 
Of New York City 


BIG EXPLOSION RISKS HERE 
P. C. Spence, of New York Fire Depart 
ment, Tells How Fire Danger is 
Controlled in N. Y. 

A graphic dese ription of big fire haz- 
ards in New York City, and the dangers 
through which the city passes daily was 
given by Peter C. Spence, chief of the 
Bureau of Fire Prevention of the New 
York City Fire Department, in an ad- 
dress he made last week before the In- 
ternational Fire Prevention Congress. 
In a comparatively few words, Mr. 
Snence told of the gigantic concentra- 
tion here of explos'ves, of traffic, of 
school children and other factors that 
enter into the increase of fire hazards. 
800000 persons are employed 
33,000 fectories in this city,” said 
Mr. Spence, “comprising every trade 
and industry and producing 5% billion 
dollars’ worth annually. An average of 
one ton of dynamite was detonated 
every working day during the year 1922 
for construction purposes. The amount 
of electric current generated and con 
sumed daily was approximately 10,000,- 
000 kilowatt hours. As fuel for motor 
vehicles over 400,000 gallons of gasoline 


“Over 
in the 


are distributed over the greater city 
and used up daily, 500,000 gallons of 
volatile oils are likewise consumed in 


the arts and crafts every day. 

“Could you estimute that each gallon 
of volatile oil, when mixed with a fixed 
aouantity of air has potentially an ex- 
plosive effect equal to about 80 pounds 
of dynamite, an equivalent figure denot- 
ing the hazard can easily be reckoned, 
giving it in terms of dynamite. In ad- 
dition to the amount of moving picture 
films in the studios and the 119 moving 
pictures theatres in this city, two tons 
of nitro-cellulose products are used 
daily in the manufacture of toilet ar- 
ticles and other accessories 

“Manufacturing drugs, chemicals, 
paints and varnish in four boroughs oc- 
cupy 20,000 people and their yearly out- 
put is valued at $200,000,000. The stor- 
age of combustible fibres in warehouses 
and the stock on hand used in the va- 
rious trades constitute a fire hazard 
that must be continually reckoned with 
by the extinguishing force. 

“Consider that at the junction of two 
main thoronghfares there are from 175,- 
000 to 290,000 people traversing in four 
directions during a perio. of 12 hours 
daily and bear in mind that a mercan- 
tile establishment at this location 
houses 6,000 emvloyees and accommo- 
dates from 80000 to 150,000 visitors 
during the holiday season in shopping 
hours daily and you have the elements 
o' a problem in congestion unparalleled 
elsewhere. Let your imagination pic- 
ture what might happen if a fire alarm 
box. was pulled and chance a guess as 
to the results when the fire apparatus 
arrives with its concomitant -noise and 
ciamor. 

“In the Borough of Manhattan there 
are 185 theatres with over 260,000: seats. 
This figure is about the population of 
Portland, Oregon, and a little less than 
that of Rochester, New York. A tally 
between the hours of 8 A. M. and 6 
P. M. of those entering and leaving a 


Here’s One Man Who 
Is Hero to Secretary 


ALSO, HE’LL MARRY 


HER 
In Other Words, H. E. Taylor, Publicity 
Department Manager American of 
Newark, is Lucky 


And they do say that no man is a 
hero to his secretary, whether in the 
iron and steel industry, the theatrical 


business, the world of books, or the 
insurance district. 

But all the philosophy and all the 
axioms and all the experience based 


upon this old saw must be tossed over- 


board because here is H. E. Taylor, 
publicity manager of the American of 
Newark; the man-who gets out that 


interesting agency publication of theirs, 
whose engagement is just announced to 
Miss Edelyn J. Hauser. Miss Hauser 
is the secretary to H. E. Taylor; and 
the romance all happened in the home 
office of the American at Newark. 
Asked for corroboration Mr. Taylor 
said: 

“Yes, the report that my secretary 
will leave on October 13 and that on 
October 27 she will become Mrs. Taylor 
is accurate. The report that it all hap- 
pened during the dictation of an article 
on hazards is inaccurate. I was dictat- 


ing an article on leasehold insurance, 
and we decided to make it erudite. So 
it took quite a lot of time. While we 


were trying to straighten the thing out 
we suddenly decided there was some- 


thing more important in life and I 
popped the question. Getting an af- 
firmative we continued with the dicta 


tion and finished what we knew about 
this technical subject.” 





OPENS NEW BRANCH OFFICES 

The Underwriters’ Adjusting Co., of 
Chicago, the general manager of which 
is Clarence A. Rich, formerly a popular 
figure in the New York field up-state, 
has opened new branch offices in To- 
ledo and Columbus, Ohio, making 
twenty-seven branches. These are lo- 
cated all the way from Aberdeen, S. 
D., to Youngstown, Ohio. Mr. Rich 
was in Pittsfield, Mass., last week at- 
tending the gathering of the Western 
Insurance Bureau. 





DINNER TO HERB PENNOCK 
John W. Pratt To Pr:'side At Home- 
coming of Baseball Hero of 
Kennett Square 





Fire and casualty insurance men in 
Kennett Square, Pa., are giving a big 
dinner and testimonial to Herbert Pen- 
nock, the World’s Series baseball play- 
er and pitcher for the New York Amer- 


icans, “The Yankees,” in that city to- 
night. 

Pennock is from Kennet! Square and 
is the nephew of a man who owned 


the Pennock agency which was bought 
by John W. Pratt, whose activities as 
an agent are so interesting that E. L. 





downtown office building wherein 12, 
000 to 14.000 are employed totalled 
121,000. New Bedford, Massachusetts, 


is credited with a population of about 
this figure.” 


Sullivan, advertising manager of the 
Home, won first prize at the New Jer- 
sey meeting by narrating his achieve- 
ments. Pratt 1s to be toastmaster at 
the dinner and Mr. Sullivan is to make 
a talk along with the burgomaster, the 
justice of the peace and the chief of 
the police department, all of whom by 
the way have desk room in the Pratt 
insurance office. 

Pennock denies that before throwing 
each ball in the series he uttered to 
himself: “Pratt Policies Pay” the Pratt 
slogan which is seen on every tele- 
graph post, every red painted automo. 
bile and every corner of Kennett 
Square, 

LONG AETNA DIRECTOR 
Rev. Francis Goodwin, D. D., Elected 
To Board in 1889; Resolutions on 
His Death 





Rev. Francis 


died recently, 


Goodwin, D. D., 
had been a director of 
the Aetna Insurance Co. since 1889 
and he had been a member of the fi- 
nance committee since 1905. A reso- 
lution passed by the board stated that 


who 


during all these years he had had a 
marked influence in the counsels of 
the company. 


WESTERN BUREAU POOL 
(Continued from page 14) 

“Out of the spirit and purpose of co- 
eperation there logically follows the 
practice of conference. How shall two 
agree over problems of common inter- 
est for which they are seeking a com- 
mon solution unless there be patient 
investigation and tolerant discussion? 

“Therefore, the Bureau declares its 
favorable and receptive attitude toward 
all invitations from whatever source, 
Lut having common interests, to meet 
in conference those seeking a safe way 
amid the difficulties and i agen 
which are ever present to hinder and, 
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AGENTS AT ALL IMPORTANT POINTS 


Use and Occupancy 


Sprinkler Leakage 


possible, destroy the spirit of co-oper, 
tion. 

“Declaring, as it has, for co-operatiy 
and conference, the Bureau must ap 
does voice its belief in and its adh» 
ence to the important Catholic pri 
ciple of democracy. This it was whi 
inspired the Republican armies to ¢& 
gage in and pursue to a victorious e 
the world war. It does not believe j 
the idea of a ‘favored few’ nor in th 
domination of a self-constituted, aut 
cratic ‘twenty-five.’ 

“As the great Lincoln in a time ( 
national crisis appealed to the comme 
people and was answered in the wor 
of the popular song of the day, ‘We ay 
coming, Father Abraham, three hw 
dred thousand strong,’ so this associ: 
tion of free and independent compani« 
appeals to the sturdy common sense (' 
the local agents, ‘thousands strong; | 
avert the disaster which may otherwiy 
occur by reason of the destructive, 
stroying tendencies which have so sy 
de nly sprung into being. vg 


COMPANIES DISCUSS 


FIELD MOTORIZIN 


(Continued from page 1) 
kinds of weather when not exposed ti 
same, as they would be in the case ¢ 
the use of an open machine, and we fur 
thermore felt that our traveling repr 
sentatives, who are all high class ind 
viduals, would be able to travel it 
greater comfort and keep their cloth 
ing cleaner and themselves more pre 
sentable where protected from weat! 
er and dust. 

“We permanently selected the coup 
in lieu of the larger car, as we foun 
from experience that our field me! 
were very frequently embarrassed i 
avoiding transporting their associate: 
as well as other traveling men. 


“We have no objection to the use i! 


(Continued on page 24) 
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Stoddard Charges 
Rate Law Violations 


COMPANIES 
Asks Agents to Co-operate With De- 
partment in Sifting Out Violators; 
Charges Are Denied 


WARNS TO OBEY 


Superintendent Stoddard of the New 
York State Insurance Department 
again the opinion that many 
insurance policies are being issued in 
this state in violation of the rates filed 
with the department through the Fire 
Rating Organization. So convinced 
Col. Stoddard, despite the expressions 
in fire insurance circles that violations 


is 


of fire 


is 


are few in number and occur chiefly 
through errors, that he wrote early 
this week a letter to all companies 


and agents in this state warning them 
against the continuance of rate law 
violations and threatening punishment 
to violators who are caught. 


Fire insurance executives generally poration authorized to transact the busi: 


do not believe that the rate law is 
being disregarded purposely in this 
state. Variations from the published 
rates have been noticed occasionally 
but have been traced mostly to mis- 


takes by clerks or agents rather than 
to malicious intent to disobey the law. 


Superintendent Stoddard’s letter, in 
which he calls attention to the viola- 
tions brought to his attention, follows: 
“Dear Sir: 

“This department has been informed 
that many insurance policies are be- 
ing issued in violation of the rates and 
rules filed by the New York Fire In- 
surance Rating Organization on behalf 
of the fire insurance companies author 
ized to do business in this state. For 
this reason, I am writing a letter to 
all agents doing business in this state, 
asking their co-operation in seeing 
that the law is observed and informing 
them that this department intends to 
enforce the law. 

“Sections 141 and 141-a of the Insur- 
ance Law provide in part as follows: 

“Every person, association or cor- 


ness of insurance within this state, 
shall comply with the rates and the 
rules affecting such rates of the rat- 


ing organization in which it 
bership whose 


has mem- 


or rates it adop‘s as 
its standard. 

“No insurance agent, broker, cor- 
poration or association shall charge 
a rate or receive a premium which 
deviates from the rate fixed or filed 
for and the rules applicable to such 
risk*+#*#* Any person, association, 


corporation or rating organization will 
fully violating any of the provisions 
of this section shall, in addition to any 
other penalty fixed therefor by statute, 
forfeit to the people of the State of New 
York not less than $25 nor more than 
$1,000 for each such offense. 

“There is an orderly procedure pro- 
vided under the law for the correction 
of any schedules, rules or rates which 
may be found to be unfair or unreason- 
able. I will appreciate if you hear of 
any willful violations of the rates or 
rules, if you will report the same, either 
to the New York Fire Insurance Rating 
Organization, or to this department, in 


order that appropriate action may be 
taken to enforce the law.” 


AUTO MANUALS OUT JAN. 1 

The National Automobile Underwrit- 
ers Conference and the National Bu- 
reau of Casualty & Surety Underwrit- 
ers both are making a furious drive to 
bring the work on their 1924 automo 
bile rate manuals to a close at the earl- 
iest possible date so that they may be 
in the hands of companies and agents 
on or before the first of next year. 
Complaints against their issuance along 
in March or April, in the very midst 
of the busiest automobile underwrit- 
ing seasons, have been so numerous 
and well-founded, it has been agreed, 
that both bodies are doing their utmost 
to have these handbooks on underwrit- 
ing desks by January 1, at least. The 
1924 rate manual of the National Con- 
ference will be a joy to jaded agency 
eyes, ‘it is understood, if the work 
which it has started in the way of 
simplification is carried through as now 
planned, 
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The above picture is a reproduction 
of the advertising exhibit of the Amer 
ican Newark, N. J., 
which was entered in the competition 
at the Insurance Advertising Confer- 
ence at St. Louis last weak. The or- 
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Has a proposition for “burning coal twice 
it, just how this is to be done reminds him of the 
That's tecknickle—you 


insurance 1s a propostion making possible the “burning of buildings 


In either case the elements consumed in the first burning are 
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Would ut be a case of ‘beverybody 
Happy’? 
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and, as one writer puts 
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wouldnt understand 


These ads are 
paper campaign. 


The $400,000,000 worth of property destroved each year 
would tend to indicate that some folks betieve* 


through carck ssness 
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iginal is three and one-half feet wide 
by two and one half fert high. 
This is the first year that the Amer 


ican Insurance Company has undertak- 
en a regular advertising campaign. A 
definite message for the campaign was 
adopted: “Insurance Reimburses—Not 


The American 


INSLE RANGE COMPANY 


fromour trade ~ (Ra 
annual contracts Economize: 


ombaty 


The American 
Net ANON COMPAS 


The American 


INSE RANGE COMPANY 


avages of Fire we have 


«tion and Prevention 


Standard / Boston [ieee 

Amet. Bul. 

United States Rev 
Southern Undi | 


JERSEY FIRE UNDERW 


Restores: Fire Prevention is a Matter 
of World Economics.” H. E. Taylot, 
advertising manager of the company 


explains that they believe there is very 
little value in advertising direct ‘o 
the public; they will not heed a warn 
ing when presented in this manner. 
The large majority of the business is 


Fire PREVENTION will Save You Money 


THE AMERICAN INSURANCE CO. % “8888 
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hence 
in 


placed through friendship, and 
by making our appeal to “ihe trade” 


a way that will impress those in con 
trol, we hope that our message will 
be passed on and have a more sym- 
pathetic reception. Practically all of 


the “ads” appear in the insurance mag- 
azines. 
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COMPANIES DISCUSS 
FIELD MOTORIZING 


(Continued from page 22) 
a company field car on occasional per- 
‘sonal matters, though we insist upon 
payment of ten cents per mile to us 
when the car is used on personal busi- 
ness. 

* Often Visit Inaccessible Agencies 

“Our experience has taught us that 
a field man will visit inaccessible agen- 
cies frequently, which he would other- 
wise avoid, if he will not be able, by 
use of his field car, to make the trip 
and reach a comfortable hotel by night- 
fall. 

“In other words, if a field man, in or- 
der to visit certain agencies by train, 
would be forced either to arrive or de 
part at an unearthly hour, and knew 
that he could secure a very poor or 
unsatisfactory overnight accommoda- 
tions, and could not get away from 
the place oftener than say once a day, 
he would probably visit that agency 
about once in five years. 

“Still further, the field car is, in our 
opinion, absolutely indispensable in 
connection with inspection and when it 
is appreciated that one inspection and 
cancellation of an _ undesirable risk 
might more than pay for the car for 
from one to three years, there does 
not, in our opinion, seem to be any 
argument against the ownership and 
use of this item of field equipment. 

“In addition to all of the foregoing, 
it is our feeling that a field man’s lot 
is at times none of the best; he has lit- 
tle if anv identity in his community; 
he is seldom with his family, and he 
is, with it all an exceedingly intelli- 
gent and high type individual, and 
aside from the pdvantages to us above 
pointed out, we think all things being 
eaual, that every company should be 
willing to furnish field car equipment 


where the expense item is not abnor- 
mally increased, provided, of course, 
the privilege is not the subject of 
abuse. And I may say, in this connec- 
tion, that even in our very large field 
organization we seldom have to call 
to task any field man for not caring 
for or using our property exactly as 
he would care for and conserve his 
own. 

~ “We do not object to a field man mak> 
ing minor trips in our cars without 
calling upon him for the ten cents per 
mile refund, though where he spends 
either a holiday or Sunday in our ma- 
chine, and travels a considerable dis- 
tance, then we think it is nothing but 
just and proper to our organization, 
and incidentally, our stockholders, for 
him to reimburse us. 

“The only argument that we have 
ever heard advanced to refute the the- 
ory of the advantages above enumer- 
ated is that a field man will, as result 
of being able to use a car, not spend 
sufficient time at an agency but will 
endeavor to visit from three to six 
agencies in a day without going thor- 
oughly into the merits of anv individ 
ual agent. This, however, we believe, is 
offset by the fact that where a field 
men has only two or three hours be 
tween trains at an inaccessible loca 
tion, he will frequently catch the train 
regardless of the agency necessities, 
though if he were traveling in a field 
car he would not have the time of train 
departure upon his mind, and would 
settle all items and clean up the sit- 
uation in its entirety. 

Standardize Upon A Tire Too 

“It mav interest you to learn that we, 
in addition to standardizing upon a 
well-known make of car, which hag in- 
cidentally proven very satisfactory to 
us as well as to our field men, have 
also standarized upon a well known de 
pendable make of tire and also of oils. 
by reason of which we have been able 
to obtain not only cars but the latter 
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two items at a decidedly advantageous 
discount. 

“In conclusion, we think the slight 
disadvantages are very greatly out- 
weighed by the advantages obtained 
by use of this form of field equipment 
other than in certain specific cases, 
where a special agent can not be said 
to be temperamentally suited to the 
handling of a car, though in this ad- 
vanced age of enlightenment the indi- 


vidual who cannot satisfactorily op- 
erate an automobile is, we are inclined 
to feel, the decided exception rather 
than the general rule, and I think I 
am safe in saying that all executives 
as well as directors of this organiza- 
tion are unqualifiedly in favor of a 


continuation of our program 
procedure under this head. 
“One item which I[_ overlooked, 
though which is in our opinion by no 
means a minor consideration, is the 


or past 


fact that a field man traveling over 
his territory in a car is ab'e to observe 
agricultural and business conditions, 
which he could not possibly detect 
from the train window, all of which, in 
our opinion, has a direct bearing upon 
our business of at this time many and 
varied classes.” 
The Caledonian 

Speaking for the Caledonian, R. ¢, 
Christopher, assistant manager, said: 

“Our experience leads to the conclu. 
sion that in the small compact fields 
an automobile can be used to advan 
tage when operated by a_ thoroughly 
capable field man. Even so it costs 
more than ordinary travelling, but we 
think the results obtained justify ths 
expense. 

“In a large field our experience has 
been totally to the contrary and we 
have no special agents using them un- 
der such conditions. This restricts the 














co-operation with its agents. 








The Sign 








OPTION 


4 = 


Guarantee and Accident 
Company, Limited 


OF LONDON, ENGLAND 


HEAD OFFICE 
UNITED STATES BRANCH 
134 South La Salle Street 
CHICAGO 


F. W. LAWSON, General Manager 
The company of “super service” is not a name that has 


been “applied” to the London Guarantee & Accident. It 
is a name well earned in more than fifty years of close 


Over sixty years 
of public service 





INCORPORATED 1860 


UNITED 
HIREMEN’S INSURANCE | 
COMPANY 


Home Office—100 William Street, New York, N. Y. 
F. W. LAWSON, Chairman of the Board 


PERCIVAL BERESFORD, President 
GEO. R. PACKARD, Vice-Pres. 
HERBERT W. ELLIS, Vice-Pres. 

M. B. YATES, Secretary 

HENRY A. KNABE, Asst. Secy. 


Over sixty vears of public service faithfully performed 
have established the United Firemen’s as an institution 
of utmost dependability. An old reliable company writing 
Fire, Tornado and Automobile Insurance. 





















Octobe 


use of 
in the 
two Cd 
The 
Fro! 
manag 
guranc¢ 
“We 
report 
mobile 
their 
ciency 
jncrea 
maxin 
New 
Easte! 
large! 
ly po 
where 
value. 





The 
ark | 
ley, $ 

“In 
have 
suppl 
mobil 
comp 
do nt 
ny. 

“In 
men, 
them 
servi 
Flori 
his a 

“W 
onstr 
in a 
try, | 
with 
the 1 
than 
inclil 
not | 
of tk 
secti 
cies 
dista 
in sl 
rely 


Os 
Atla 
“Ti 
in ¢ 
tical 
the | 
tive 
ing 
wha 
state 
in ¢ 
auto 
its 

ope) 
not 
ka, 
not 
apal 
we 
tion 
ofte 
mol 
tion 
the 
has 
pro 
pan 
hap 
our 
era 
its 
bee 
use 
to 

tov 
wo 
tra 





9, 1923 











over 
bserve 
litions, 
detect 
ich, in 
> upon 
1y and 


R.. ¢, 
said: 
‘onelu 
fields 
advan 
oughly 
costs 
ut we 
fy ths 


-e has 
id we 
m un. 
ts the 























October 19, 1923 


THE EASTERN UNDERWRITER 


25 





—_—— 


use of cars for this company to three 
in the East and Middle West, and in 
two cases cars are used occasionally.” 

The Royal Exchange ASsurance 

From Gayle T. Forbush, associate 
manager of The Royal Exchange As- 
surance, this was received: 

“We have nine field men in territory 
reporting to this office who use auto- 
mobiles, their own or owned by us, in 
their work. In our opinion the effi- 
ciency of an industrious field man is 
increased by this means of travel, the 
maximum value being in New Jersey, 
New York, Connecticut, Rhode Island, 
Eastern Massachusetts, and all the 
larger cities and their suburbs,—close- 
ly populated areas. There is no field 
where the automobile is) without some 
value.” 

American of Newark 

The views of the American of New- 
ark were given by Frederick Hoad- 
ley, secretary, who said: 

“In Eastern Department territory we 
have seven field men who are either 
supplied by the company with auto- 
mobiles, or use their own cars in the 
company’s service, and five others who 
do not use automobiles for the compa- 
ny. 

“In the South, out of four active field 
men, three of them owning cars use 
them more or less in the company’s 
service, one of these in the state of 
Florida making almost as much use of 
his automobile ag the northern men do. 

“We consider that it has been dem- 
onstrated to our own satisfaction that 
in a compact, thickly populated coun- 
try, such as we have here in the Kast, 
with good roads, automobiles increase 
the mobility of a Special Agent more 
than sufficiently to pay their way. We 
incline to the opinion that this may 
not be equally true in other sections 
of the country, and probably in some 
sections not true at all. Where agen- 
cies are necessarily separated by wide 
distances and poor roads, it is obvious 
in such cases that the field man must 


rely upon rail transportation.” 
The Atlas 
Oswald G. Boyle, manager of the 


Atlas, wrote The Eastern Underwriter: 

“In our field we have 11 machines 
in operation determining the prac- 
ticability of their advantages more on 
the man and his field than on any posi- 
tive question of the machine itself be- 
ing necessary. You can probably see 
what I mean when I say that in the 
state of New Jersey, with its agencies 
in close proximity to one another, an 
automobile would offer advantages for 
its use to a man understanding the 
operation of a machine which would 
not at all apply to a state like Nebras- 
ka, or Oklahoma, where the roads are 
not so good and the agencies farther 


apart. There is no question but that 
we gather considerably more informa- 
tion and that our agencies are more 


often visited where we have an auto 
mobile in use; but from a cold ques- 
tion of figures IT have failed to find that 
the use of a machine by our fieldmen 
has perceptibly increased our ratio of 
profit in comparison with those com- 
panies who have not used them. Per 
haps that is the acid test. We require 
our man to keep track of the cost of op- 
eration and the comparative result of 
its use; but the system, not having 
been operated a full year, cannot be 
used as yet. 

“There is a certain tendency, I find, 
to slight work, o¢casioned by leaving 
town a little sooner than perhaps 
would otherwise be necessary were the 
train service used.” 

The Niagara 

From W. L. Steele, vice-president of 
The Niagara, came this statement: 

“Your query regarding the use of au- 
tomobiles, finds us in a position of be- 
ing unable to answer you in any very 
definite form. 

“We have some fourteen or fifteen 
automobiles in service but they have 
been in service only for about three 
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months and we are unable to tell from 
so short a use of them whether they 
will prove of value or not. We hope 
they will. From individual men we 
learn that they are able to cover con- 
siderably more territory by the use of 
the car than they could otherwise cov 
er, but we are not yet able to tell 
whether that produces an improvement 
in the business or not. Perhaps: a year 
from now we will have some very defi 
nite information on the subject.” 
The National Liberty 
William G. Armstrong, vice-president 


of the National Liberty, said: 
“Unfortunately our experience in the 
use of automobiles for field men has 


over a sufficient period cf 
time to enable us to analyze the re 
sults of this mode of travel compara- 
tively with any degree of satisfaction. 
We are using cars in certain fields 
where extended territories are access- 
ible by improved roads. 


not been 


experience with cars has been too lim 
ited to express an opinion or give you 
facts which would represent fairly 
either the advantages or disadvantages 
of ‘the use of automobiles by field 
men.” 

The Motor Car of the Field Man and 

Its Place In the Expense Account 


One of the most interesting letters 
received by The Eastern Underwriter, 
and from a company which has nearly 


automobiles, unfortunate 
that the name 


one hundred 
ly came with a request 


of the company wags not to be used. 
The letter follows: 
“The number of cars we own is ap 


proaching cne hundred and they are 
used by field men throughout the coun- 
try. The number, by the way, is grow 
ing. 

“T am personally somewhat doubt 
ful of the good results, and one of the 
main reasons why our company is 
continually increasing the number of 


make five or six agency calls in one 
day with an automobile, as against one 


or two without a car. On 
hand, it may be that the field man will 
get very much closer to his agent and 
his business during the three or four 


the other 


hours in a town while waiting for a 
train. 

“As to the increase or decrease in 
his effectiveness—-that also has inter- 


ested me, as at least certain men drive 
so hard in order to ‘make’ a town that 
they are more or less exhausted, both 
physically and mentally, and their vis 
it may be of doubtful value. 

“There is another angle which is sel 
dom mentioned, but which has come to 
my notice since I began interesting my 
self personally in this subject. That 
is the fact that after a special agent 
has driven his field continuously for 
two or three years, he is likely to be 
come heartily sick and tired of driv- 
ing, and his effectiveness may be de 
creased on that account. 

An Interesting Suggestion 

“One item I should like to mention; 
that it is my conclusion that the most 
business-like method for a company to 
follow is to purchase the cars outright, 
then take out insurance against all 
hazards charging the premium to auto 


mobile expenses and then require a 
regular detailed monthly expense ac 
count, showing all items of cost. Of 
course, under such conditions some 


field men will use the car for personal 
pleasure on Sundays and holidays with 


their families, but others will honestly 
credit the company with any such per- 
sonal expense invulved. At any rate, 


a man who has driven steadily all the 
week will not usually be enthusiastic 
to drive all day Sunday for pleasure.” 


Expense Well Warranted 
One very important company, 
also withholds the use of its name, 
writes to The Eastern Underwriter: 
“Special agents equipped with auto 
mobiles are able to cultivate the field 
closely and make many more inspee 
tions than they could when they were 
dependent upon railroads and while 
the expense amounts to a considerable 
item, taking into consideration the cost 
of the automobile; at the same time, 
it has demonstrated to us that it igs 
well warranted.” 


which 





“Our experience has demonstrated cars is due to the methods of our com From A Large Company In The West 
quite clearly that from an expense petitors along this line. We can hard One of the leading companies of the 
standpoint, the upkeep and repnrir ly afford to refuse a car to one of our West sends The Eastern Underwriter 
costs are subject to a rather wide field men when twenty or thirty other this information: 
range of fluctuation, depending upon companies in the same territory have “Our older men (those who have 
the care exercised by the individual provided cars for their men. been doing field work since the time 
driver. “Of course, it is obvious that a spee- before the automobile became a_ busi 

“As to the questions you ask, our ial agent in certain territories can (Continued on page 27) 
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Western Department: 207 North Michigan Boulevard, Chicago 


C. H, COATES, President 
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In forming a Brokerage and Service 
: Department,the New York Under- 
writers Agency again took the lead 
in an effort to promote the best 
interests of the business 





















HEN it became evident that there was need for a system- 

atic and efficient method of handling brokerage business, 
the New York Underwriters Agency established a brokerage and 
service department, and was a pioneer in this endeavor. 

This department has acted as a connecting link between 
the agent and the broker and has secured cooperation that has 
resulted in better service to policyholders and greater satisfaction 
to all concerned. 

Business secured through this department is, however, 
gw invariably sent to agents to write if they approve, and 
|| only if they approve. Above every other precept govern- 
ing the conduct of the business of the New York Under- 
writers Agency is a determination to keep faith with its 
local representatives. 





A.&J.H.Stoddart 
100 William Street New York City 


The New York Underwriters Agency is an insurance underwriting headquarters that is repre- 
sented in all parts of the country. Since 1864 this General Agency organization has been 
yet'sig 4 a factor in the economical distribution of insurance protection and it has endeavored to 
| ir ey ae => r. merit the position of leadership that it occupies today in the insurance world. 
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; AUTOMOBILE & MARINE DEPARTMENT 











Marine Course Of 
Insurance Institute 


LECTURES FOR THIRD YEAR 


Long Series of Lectures Devoted to 
Explanation of Total Losses and 
General Average 





The third year course of the marine 
insurance series of the Insurance In- 
stitute of America is devoted to an 
exhaustive study of the more intricate 
phases of the business, especially to- 
tal losses, particular average and gen- 
eral average losses. Following is the 
outline of the lectures for the third and 
concluding year of study for marine in- 
surance students: 

1. Total Loss, ; 

Definitions of actual and constructive 
Joss. Notice of abandonment. When it 1 
be given. Its acceptance or rejection. Rights 
and obligations of assured and insurer after 
giving notice of abandonment. Sue and labor 
clause—waiver clause. State of facts consid- 
ered by courts in this country—the difference 


in England. ransfer of property rights in 
case of a total loss, 

2. Total 
Application of the 
down in 


total 
must 


Loss—Continued : 
general principles laid 
lecture one to a 


number of cases 
involving total losses of cargo. The effect of 
the memorandum provisions in the policy. 


Loss of the voyage may involve a_ total loss 
of the goods. Documents necessary to sub- 
stantiate a claim for total loss of cargo. 

3. Total Loss—Continued . 
Application of the general principles laid 
down in lecture one to a number of cases 
involving total loss of hull. Explanation. of 
the special policy provisions on the subject 
in the A. H. U, A, and Boston schooner forms 
of policy. Documents necessary to substan 
tiate a claim for total loss of hull. 

4. Total Loss—Continued 
Application of general principles laid down 
in lecture one to a number of cases involving 
freight and Gunticvel freight. | Study of some 
of the le ading cases dealt with in ‘Lazarus 
on Freight.” 

5. Particular Average 
Definition of Particular Average and Partial 
loss. Example of the adjusting of Particular 
Average on vessel; log books; extending the 
protest,.the survey; tenders for repairs; over- 
time, old materials, drydock dues; bottom 
painting, 

6. Adjusting of Particular Average on Vessel 
—Continued 

Deductions new for old. Explanation of the 

different franchise conditions. The application 

of separate valuations. The effect of opening 

the warranty. Meaning of the terms ‘ ‘stranded, 

sunk, burnt, on fire, in collision.’ 

7. Adjusting of Particular Average on Cargo 
and Freight 

Survey. How the percentage of 


damage is 
ascertained. Why gross values, 


not net values. 


must be compared. How the claim is worked 
out. The incidental expenses; effect of the 
memorandum. 


8 Adjusting of Particular Average on Cargo 
and Freight—Continued 

The effect of various “All risks” clauses. 

Pickings claims; skimmings claims; leakage; 

breakage; claims under the machinery clause. 
9. General Average 

_ Definition and detailed explanation of lead- 

ing features, illustrated by well known cases. 

10. General Average—Continued 
Sacrifices of vessel. Cutting away 
damaging engines by working off a strand 
—damage in salvage operations—rigging jury 
tudders—converting of parts to improper uses 
-the amount that has to be made good—credit 
for old materials. 

11. General Average—Continued 
Sacrifices of cargo (including freight). (a) 
By jettisoning. (b) By efforts to extinguish 
fue—water damage—water and smoke damaze 
—water and fire damage. (c) In salvage op- 
erations—amount that must be made good. 

12. General Average—Continued 
Maritime salvage. Salvage by contract. No 
cure, no pay. Brief description of a salvage 
operation. Salvor’s duties and rights. is 
lien on the property salved. How salvage 
compensation is fixed. The factors considered. 
Complex salvage operations. Sauve qui peut. 

13. General Average: Continued 
Port of refuge expenses. What justifies put- 
ting into a port of refuge. The expenses al- 
lowed. Wages and provisions, fuel and engine 
Stores. ‘The difference under York-Antwerp 
ules and under English law. How expenses 
are treated when necessary to move to another 
Port for repairs. 

14. General Average—Continued 
Temporary repairs at the port of 
Substituted expenses. Shortage of coal 
ommissions and interest. 

15. General Average—Continued 


’ 


masts-— 


refuge. 
cases. 


The negligence feature. (E xplaining the Tr- 
fawaddy and Jason cases.) Voluntary strand- 
ings—Difference under York. Antwerp Rules. 
General average on vessels in ballast 

General Average—Continued 
How the contributory values are computed 
Necessity for adding the amount made good. 
ases of two genera] averages on the same 


Voyage. General average liens and security— 


bends—deposits—guarantees—interest on depos- 
its. How the final settlement is effected. 


Lecture by a cargo surveyor dealing with the 
handling of different kinds of damaged goods 
and also the handling of damaged cargo in a 
case involving general average. 

18 

Lecture by a salvor (or surveyor thoroughly 
acquainted with salvage operations) describing 
in detail a salvage operation involving the 
floating of a sunken or a stranded vessel. 


19 
Study of collisions at sea. Effect of the Har- 
ter Act. siability of Underwriters. Cross 
Liabilities. Sistership clause. 


Protection and 
the contract of 
Other property 
Persona] injury. 


20 
indemnity 
affreightment. 
damage. 


claims. Study of 
Cargo damages. 
Loss of life claims. 





ANNUAL MEETINGS NEXT WEEK 


Eastern And National Automobile Un- 
derwriters Conferences To Con- 
sider Interesting Issues 


Thursday and Friday of next week 
will be busy and interesting days for 
automobile underwriters, the former 
being the date for the annual meeting 
of the Eastern Automobile Underwrit- 
ers Conference, the latter embracing 
a session of the governing committee 
of the National Automobile Underwrit 
ers Conferenee and the annual meet- 
ing of that body. The meeting of the 
Eastern Conference will be held at 
10:30 o'clock Thursday morning in the 
committee rooms of the New fork 
Board of Fire Underwriters while 
those of the governing ccmmittee and 
the National Conference will be held 
Friday at the Hotel Pennsylvania, the 
first in the morning, the other in the 
afternoon. 

It is understood that there are a 
number of important and interesting 
features on the agenda for these meet 
ings, which could not advisedly be dis 
cussed prior to their convening. 

The executive committee of the 
Kastern Automobile Underwriters Con- 
ference will gather today at the Drug 
& Chemical Club for an all day session 
(beginning at 10 o’clock this morning), 
at which pending problems will be 
whipped into shape for presentation 
at the annual meeting. A special 
luncheon will be served the members 
of this committee at noon at the club 


so as to avoid a needless waste of 
time. 
FOAMITE SPEAKER 
At the October Sth meeting of the 
Smoke & Cinder Club, Pittsburgh, an 


address was made on chemical fire ex- 
tinguishers and moving fires by CG. P. 
Smith, sales manager of the Foamite 
Childs Corp., of Utica, N. Y. One of 
the guests was H. O. Westcott, super- 
intendent of agents of the Westchester. 
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The “‘Home” of Automobile Insurance 


Chester M. Cloud 
Metropolitan Agent 
Automobile Dept. 


The Home Insurance Co., New York 
59-61 Maiden Lane 


John 1363 

















FIELD MOTORIZING 
(Continued from page 25) 


ness commodity) do not express any 
desire to use automobiles, but the 
younger men in the business seem to 
demand them. 

“We have nearly two dozen cars in 
use and can trace very fine results to 
possibly half of them, and these good 
results are with the cars used by spec- 
ial agents in the more thickly populat- 
ed territory, such as New York, New 
Jersey, Eastern Pennsylvania, North- 
ern Illinois and Massachusetts. We 
have several cars in the state where 
our home office is located and these 
are rendering good returns, but in 
these cases the special agents are nat- 
ural born travelers living in small 
towns have neither the ‘committee bug’ 
nor ‘the white light’ habit. 

“Generally speaking, in 
tural states automobiles 
regular routing, pressing for time, long 
drives from headquarters and back 
causing frequent neglect of agents 
through too short visits. We seem to 
think that eutomobiles cause failure 
to make regular visits upon agents lo- 
cated off the main highway, and we 
have not noticed any particular in- 
crease in the number of new agents se- 
cured by reason of cars in sparsely 
populated territories. On the other 
hand, we do believe we get more in- 
spections but not necessarily any bet- 
ter inspections by having automobiles. 

“The substance of the subject is en- 
tirely one of the amount of intelli- 
gence displayed in the use of automo- 
biles. From the standpoint of a man 
who traveled as a special agent for 
many years, and having an automobile 
for personal use, the writer can truth- 
fully say that he would not use a car 
in field work outside of a metropolitan 
or thickly populated territory.” 


the agricul- 
result in ir- 


Other Replies 

Among some other replies received 
were these: 

Company A: “The special agents 
employed by us who use automobiles 
have such a large territory to cover 
that they do not use them constantly, 
and therefore it is very hard to say 
just how much good the use of these 
cars do either them or us. We feel 
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that with large territories the automo- 
bile is of very little help, but where 
the special agent has a small territory 
and can get around to visit the small 
towns and where the company is well 
planted, it ought to be a valuable as- 
set from any standpoint you want to 
figure it.” 

Company B: “Our experience has 
shown that in many localities the auto- 
mobile has proven very desirable for 
special agent’s use and has added con- 
siderably to his effectiveness. of 


course, there are some sections where 
a car cannot be used to advantage 
and where we do not use one, but 


where it is possible to do so, the re- 
sults have more than proven of value.” 

Company C: “We believe that in cer- 
tain territories where the roads are 
good and the agencies to be visited are 
not so far apart, for instance in ter- 
ritory lik» Eastern {Pennsylvania or 
the State of New Jersey, a field man 
using an automobile can cover more 
territory in less time than one using 
the trains. Having this in mind we 
have made an allowance to our field 
men who own their own cars and 
where they desire to use them for 
company business of ten cents a mile 
which has proven with us a very sat- 
isfactory arrangement.” 

Company D: “Our field men use 
their own cars in cases where it is 
desirable to do so and we reimburss 
them on a mileage basis determined 
by the section invoived and type of 
car used. 

“Our observation leads us to believe 
that the aggressive field man today is 
very much handicapped without an au- 
tomobile. We are 


under the impres- 
sion that some special agents using 
company-owned cars abuse the _ privi- 
lege by motoring long distances to 


agencies so remote that in the inter- 
ests of economy much time and money 
are wasted. The use of an automobile 
creates a tendency on the part of some 
field men to rush through their vis- 
its to agents in an attempt to main- 
tain a sehedule, consequently their 
haste often nullifies any good that 
might have resulted from their visit; 

“Even after all objections are voiced, 
we still feel that there is an essential 


need for automobile service in the 
hands of the conscientious special 
agent.” 

Company E: “The effectiveness ‘of 


an automobile used by a special agent 
must in our judgment be the subject 
of consideration in individual cases 
and cannot as a rule apply equally 
throughout the territory, nor to all 
companies alike. 

“In certain fields we have provided 
our special agents with automobiles, 
and in those fields we are convinced 
the fieldmen are able to increase their 
efficiency at least one thundred per 
cent. In other fields we do not feel 
there would be any good advantage 
in providing an automobile, nor would 
the expense be justified.” 





Percival Beresford, United States 
manager of the Phoenix, of London, 
sailed last Saturday on the Homeric for 
a six weeks’ visit in England. 
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CASUALTY AND SURETY NEWS 








D. N. Gage Dies After 
Appendicitis Attack 


BIG FIGURE IN BUSINESS 
One of Best Liked Men in Surety and 
Casualty Field; Attended French 
Lick Convention 


Daniel N. Gage, vice-president of the 
Life, 


casualty 


Aetna known in fidelity, surety 


und circles end of 


the country to the other, a personality 


from one 


ol Wide popularity and tremendous ap- 
peul, died suddenly in the Hartford 
Hospital Thursday, October 11, follow- 
ing an operation for appendicitis. His 
death caused widespread regret through- 
out the country and came as a tremen- 
shock. He had been*one of the 
jolliest and most sought after figures at 


dous 


the French Lick convention a few 
weeks ago. 

A big delegation of insurance men 
went to his funeral on Saturday, com 


ing from all parts of the country. 

His Associates Estimate His Worth 

As to what some of his associates 
thought of him these short interviews 
tell the story: 

Morgan B. Brainard, president: ‘His 
death is a great to the company. 
We all thought most highly of him.” 

Charles H 


loss 


Remington, vice-president 


of the company, said: Vice-President 
Gage had the highest respect not only 
o: the home office organization but of 


the entire casualty field. As our vice 
president in charge of underwriting, a 
member of our executive committee and 
a surety man of unusual ability, Mr. 
established himself as a senior of 
ficer greatly relied upon by all of us. 
I personally had and shall always carry 
the greatest respect for his sound judg- 
ment.” 

Vice-President William lL. Mooney 
suid: “In Mr. Gage’s death not only 
hus the Aetna Life and Aetna Casualty 


Gage 


organization lost one of its ablest offi- 
cials, but the insurance business has 
lost one of its leading figures.” 

C. B. Morcom, vice-president, said: 


“Mr. Gage’s untimely death comes as a 
shock to everyone connected with the 
organization. To those most closely 
associated with him it is indeed a most 
severe blow. I know of no one whose 
judgment wus more respected, or whose 


friendship was more valued. He will 
be greatly missed.” 
The Pallbearers 
The honorary pallbearers were Mor- 


gan B. Brainard, president; C. H. Rem- 
ington, vice-president; Morgan G. Bulk- 
eley, Jr., vice-president; Frank Bush- 
nell, vice-president, and John S. Turn, 
secretary at the New York branch; 
W.G. Wilson, manager at the Cleveland 
branch; A. W. Burke, manager at the 
Boston branch; Wilbur C. Walker, 
R. H. Towner of the Towner Rating Bu- 
reau of New York, and R. R. Gilkey of 
New York, of the Surety Association of 
America. The active bearers will be 
W. L. Mooney, C. B. Morcom, A. R. 
Sexton, A. B. Palmerton, W. M. Smith, 
Cc. K. Mount, E. H. Heminway, and R. 
C. Knox, all personal friends of Mr. 
Gage. 

Mr. Gage was born in 
Mass., on August 13, 1882, and received 
his early education at Hanover Acad- 
emy and Dartmouth College from which 
he was graduated in 1905, later receiv- 
ing the degree of Master of Arts. He 
commenced his insurance career in a 
Joston insurance office, after which he 
became associated with the Aetna In- 
demnity, of New York, as manager of 
its surety department. A number of 
years later he was made a _ vice-presi- 
dent. For some time he was an officer 
of the National Surety. 

In 1911, Mr. Gage entered the service 
of the Aetna Casualty & Surety, start- 


Lawrence, 


Politics and Pull In 
Insurance Ventures 


PARMENTER ON 


Clearing House Man Advises Agents to 
Protect Buyers of Casualty 
Insurance 


EXCHANGES 


Protecting buyers of casualty insur 
ance is not only a question of perma 
nent economic importance but has a 
continued personal interest for millions 
of individuals, for the economic stabil 
ity of America depends in part on the 
financial status of its carriers of insur- 
ance on the properties which go to 
make up the wealth of the nation, said 
H. H. Parmenter, of the Casualty In- 
formation Clearing House, talking a 
few days ago in Tennessee to agents. 

The industrial boom of 1919 did its 
share with a consequent result that 
the conditions afforded a fertile field for 
the development of casualty insurance. 
There sprang up, as if by magic, hun- 
dreds of new and untried casualty writ- 
ing institutions largely of the coopera- 
tive type, said Mr. Parmenter, which 
thrived as long as the boom times con- 
tinued, but many, unable to withstand 
wuny adversity, died at its first signs. 
The comparative ease with which these 
fly-by-night institutions could be and 
were launched is demonstrated by the 


fact that in Illinois alone during this 
time there were 208 casualty institu- 


tions licensed, of which only 63 are now 
surviving.. By reason of the compli- 
cated verbiage essential to the forma- 
tion of casualty contracts, the public 
mind is readily confused and few indeed 
are able to accurately interpret or 
unalyze such contracts. This situa- 
tion, in the absence of lawful restraint, 
was an open invitation to the unscrup- 
ulous and when considered with the 
fuct that the launching of a cooperative 
casualty writing enterprise requires no 
very considerable capital it is no won- 
der that this particular feature of the 
insurance business has been infested 
with men of a caliber that has brought 
disrepute to the casualty business as a 
whole. 








ing as an assistant secretary in the 
Fidelity & Surety department. He soon 
won promotion to secretary, and = six 
years later was made vice-president of 
the Aetna Casualty & Surety. In Feb- 
ruary, 1923, he was made a _ vice-presi- 
dent of the Aetna Life, Accident and 
Liability department, and the Automo- 
bile Insurance Co. He is survived by 
his widow and two children. 

Among those present at the funeral 
were: M. A. Jameson, assistant man- 
ager of the fidelity and surety depart- 
ment of the New York office; KE. B. 
Southworth, associate manager of the 
fidelity and surety department; W. C. 
Armitage, of the Armitage Company; 
George H. Reaney, manager of the 
Brooklyn branch office, and Dr. Harry 
M. Archer, surgeon and adjuster of the 
New York branch office. Secretary 
John S. Turn was unable to attend by 
reason of illness. 
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ualty institutions operating in the 
South and domiciled in Texas was pro- 
moted and is sponsored by politicians 
of that state, said Mr. Parmenter. 
There was recently a disastrous fail- 
ure of a New York mutual which was 
operated by the former sheriff of 
(jueens County. There are several in- 
stances where such conditions have ex- 
isted and most of the failures of recip- 
rocals in Illinois have shown a connec- 
tion to some extent with neighborhood 
politicians either as the actual opera- 
tors or as members of the so-called ad- 
visory boards. 


Every so-called standard reciprocal 
bill and every so-called model mutual 
b ll passed by any legislature, he con- 
tinued, was aided and promoted by the 
particular interest to which it applied. 
The reputable insurance — interests, 
knowing full well that under such laws 
as were enacted the licensing of such 
institutions would not stop these ques- 
tionable practices any more so than 
registering a vicious dog woud prevent 
him from biting, clung to their well- 
known policy of refraining from at- 
tempting to influence such legislation 
and thereby failed to protect the reputa- 
Con of their own business. The state 
legislatures, it must be remembered, 
he said, are made of the people, many 
of whom have had little or no insur 
ance experience. 


Another feature which must be taken 
into consideration is the ease with 
which these promoters appear to get 
letters of recommendation even from 
men of high standing in the banking 
and business world. They are not only 
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SURETY UNDERWRITERS MEET 


E. R. Lewis Slated for President ad 
John A. Griffin for Vice-Pres dent 
of Associat on 





The Surety Underwriters Association 
of New York will hold its annual meet: 
ing next month 
elected. The nominating committee 
has prepared the following ticket 
which will be voted upon at the meet- 
ing. 

President, Edward R. Lewis, assis: 
tant manager at New York, U. S. Fi 
delity & Guaranty Co.; Vice President, 
John A. Griffin, manager, Contract De- 
partment, Fidelity & Deposit Co.; See- 
retary-Treasurer. F. W. Hughes, Stan- 
dard Accident Insurance Co. 

Kxecutive Committee, T. H. Brown, 
National Surety Co., F. T. Gilson, Com- 
mercial Casualty Co., M. A. Jameson, 
Aetna Casualty & Surety Co., W. A. 
Thompson, Indemnity Insurance Co. of 
North America, F. C. Williams, Globe 
Indemnity Co. 


when officers will be 





able to get such letters, said Mr. Par- 
menter, but they are able to inveigle 
such bankers and others to lend pres- 
tige to their enterprise by appearing in 
the role of a member of the advisory 
hoard or board of trustees. It has 
sometimes seemed, he said, to be suffi: 
cient for a depositor to have a_ sub- 
stantial bank account to justify the of 
ficers of a bank in giving him the use 
of the banking official’s name on his 
so-called advisory board, which implies 
business integrity and financial respon- 


sibility. This failure on the part of 
bankers to investigate character has 
often been responsible for the distr 


bution of insurance policies of doubt 
ful value with consequent loss to the 
public. 

It is obvious that the promoter of a 
wild-cat insurance scheme can maintail 
a relatively larger bank balance or ap- 
propriate a much larger sum to adver 
tising than a legitimate enterprise, for 
the reason that he does not have to 
use his capital for the payment of 
losses, and can pile it up in his bank 
to make an impressive showing, 
spend it in advertising. 
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Travelers Promotions 
In New York Office 


J. McGINLEY 





MADE MANAGER 


w. C. Billings, J. E. Gossett, G. E. 
Catuna, and Several Others 
Advanced in Office 
The Travelers has appointed John 
McGinley as general manager of the 
casualty department in the New York 
office, effective November 1, to succeed 
the late James G. Batterson, resident di- 
rector. Mr. McGinley will handle all 
casualty lines with the exception of ac- 
cident and health. Mr. McGinley has 
for fifteen years been assistant superin- 
tendent of agencies and right hand man 
of Major Giddings at the Travelers 
home office in Hartford and is one of 
the most popular and able casualty ex- 
ecutives in the United States. He en- 
tered the local fire and casualty insur 
ance business in 1908. The business 
hecame known as McGinley Bros. and is 
being carried on by Thomas McGinley. 
Induced in 1907 by Major Giddings to 
become a special agent of the Travelers, 
John McGinley was shortly appointed 
manager at Syracuse and a few years 
later was promoted to be assistant sup- 
erintendent of agencies at the home 
office. Mr. McGinley is a member of 
numerous clubs and is one of the Board 

of Governors of the Hartford Club. 


W. C. Billings Promoted 
William Clark Billings now associate 





manager at 55 John Street becomes 
manager compensation and _ liability 
lines. He has been with the Travelers 


for more than twenty years, and is one 
of the best products of that branch of- 
fice system. Commencing as cashier at 
Buffalo, Mr. Billings became a special 
agent of the liability department in 
1904. He was promoted to be supervis- 
ing special agent at Erie, Pa., in 1905, 
manager at Dayton, Ohio, in 1908, man- 
ager at Duluth, Minnesota, in 1910, man- 


ager at Minneapolis, in 1913. In 1917 
he was transferred to the metropolitan 
branch office, New York, as assistant 
manager; in 1920 he was made asso- 
ciate manager. 

Associate Manager John E. Gossett is 
also promoted to be manager of burg- 
lary, plate glass, boiler and machinery 
lines. Mr. Gossett’s career, while not 
so long, is similar as respects training 
to that of Mr. Billings. Joining the 
Travelers staff in 1913, he was assigned 
to the Milwaukee branch office as spe- 
cial agent of the Travelers Indemnity, 


specializing in the lines which he is 
now to supervise. In 1916 he was 


transferred to Toronto, Ontario. In 
1917, he was made assistant manager, 
end in 1918 manager at Toronto. In 
1919, he was transferred to Pittsburgh, 
as assistant manager, all casualty lines. 
In 1921 he was promoted to New York 
with the title associate manager, burg- 
lary, glass and boiler lines. 

Harris B. Johnson, whose service, to- 
gether with that of his father, the com- 
pany’s first general agent in New York, 
covers two generations, and who is 
widely known and highly esteemed will 
be advisory manager, 

Associate Manager George V. Catuna 
is promoted to be manager of casualty 
lines, Brooklyn branch office, Mr. Cat- 
una was formerly in the company’s en- 
gineering and inspection division. In 
1916 he came to the New York office as 
a special agent. In 1917 he entered the 
Army, served in France, and returned 
as a Major of Field Artillery. He was 
promoted to be assistant manager in 
1920, and associate manager in 1922. 

John P. Coughlin is promoted to be 
assistant manager. Mr. Coughlin has 
been in the company’s service for thir- 
teen years, first in the home office, and 
came to New York in 1919, in connec- 
tion with compensation and liability un- 
derwriting. For several years past he 
has been in charge of the counter at 55 
John Street. 

Joseph J. 
assistant 


Cassidy is promoted to be 
manager. It is a matter of 


ON ANNUAL FISHING TRIP 

C. H. Boyer, vice-president and gen- 
eral manager of the U. S. National 
Life and Casualty, is on his annual 
trip to Texas. W. Konawel, Louisi 
ana manager, and C. D. Livingston, 
Houston manager, are spending about 
ten days with Mr. Boyer at Port Aran- 
sas, near Corpus Christi, fishing for 
tarpon. This makes Mr. Boyer’s s'x- 
teenth annual trip to Port Aransas, 
fishing for the “silver king.” For a 
period of fifteen years, with one ex- 
ception, Mr. Boyer has managed to cel 
ebrate his birthday, the 14th of Octo- 
ber, fishing in his favorite locality in 
the Gulf of Mexico. 





HOLD SAFETY CONFERENCE 

A Safety Conference was held Tues 
day night in the Metropolitan Build 
ing under the auspices of the Co-opor 
ative Board of Safety of the City of 
New York at which were present a 
large number of men interested in safe- 
ty problems. Judge John R. Davies 
was chairman. Those instrumental in 
ealling the meeting include Francis M 
Hugo, former secretary of New York 
State; Henry D. Sayer, former State 
Industrial Commissioner and Edwin W. 
Kopf, of the Metropolitan Life. 





J. M. Culver, manager of the accident 
and health denartment of the Metronol- 
itan office of the Fidelity & Casualty is 
spending a vacation at Atlantic City. 


pride to Mr. Cassidy, and to his super- 
iors, that he began as office boy in the 
New York office and worked his way 
up. For several years he has been a 
popular field assistant and his promo- 
t'on is in recognition of his energy and 
ability. H. W. Rierl, of the Brooklyn 
office, who for several years has been 
an important factor, is promoted to be 
assistant manager. In addition to the 
above, the Travelers has in Greater 
New York some fifteen other members 
of its casualty executive staff. 


CONTROL REINSURANCE CORP. 


J. G. White, C. H. Miller and Carl M. 
Hansen Head Group Taking Over 
General Reinsurance Corp. 

An American group, headed by James 
G. White, C. H. Miller and Carl M. Han- 
sen, has acquired control of the General 
Reinsurance Corporation, formerly the 
General Casualty & Surety Reinsurance 
Corp. Under the new control, James 
G. White will be president, and Robert 
Van Iderstine will be chairman of the 
board. 

Carl M. Hansen has been elected vice- 
president and general manager and will 
supervise the underwriting and general 
business. Mr. Hansen needs no intro- 
duction to the casualty and surety 
world having been for years connected 
with direct writing companies and for 





several years past connected with the 
development of reinsurance. 
James G. White, while a new figure 


in the insurance world, is prominent in 
other fields, being an officer and di- 
rector in a long list of companies in- 
cluding J. G. White & Co., 37 Wall 
Street; J. G. White Management Corp.; 
J. G. White Engineering Corp.; Invest 
ors Securities Corp., Engineer’ng Secur- 
ities Corp. and a number of others in- 


cluding several sugar companies and 
publie utilities. 
Mr. White, Mr. Miller and Mr. Han- 


sen are members of the board and it is 
understood that although British inter- 
ests surrender control, they retain a 
substantial stock interest and will be 
represented on the board. 

Temporarily the executive offices will 
he continued at 27 William Street. 


A. & H. CAMPAIGN 

The Commercial Casualty of Newark 
is conducting a drive for new accident 
and health business. The contest com- 
menced October 1, and will be contin- 
ved until the end of December. The 
company has set $1,500,000 as the goal 
and is offering prizes to the largest 
producers. 





Corporate Endorsement In 


A Contract Bond 
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HE fact that a man ean get a Corpo- 
rate Bond places a corporate en- 
dorsement upon him and his business. 


A strong company writes a Contract 
Bond only after satisfying itself with the 
reputation, experience and ability of 


the contractor: 
endorsement in all 


bonded by the Company. 


The endorsement of the Maryland 
Casualty is a gilt-edged security. 


Maryland Casualty Company 


Baltimore 


hence the contractor’s 
lines when 


he is 
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National Offering 
Hospital Policy 


COVERS ORDINARY EXPENSES 


Leon W. Pecan Appointed District 
Sales Manager of New Department 
Handling Bond 





The National Surety has created a 
new bond and established a department 
for the handling of this line. The new 
bond is called the “Hospital Bond,” and 


pays for room and board of the assured 
while confined in a charitable hospital. 
Leon W. Pecan, formerly assistant dis- 
trict sales manager of the fraud bond 
department, has been appointed district 
Sales manager of the new department. 

Under the terms of the policy it is 
agreed to pay any hospital in the United 
States or Canada, classed as a charit- 
able institution, the payment within 
sixty days after claim is made at any 
such hospital within one year from date 
of issue to the assured who has signed 
the bond, subject to the following con- 
ditions: 

1 This bond shall be effective, in cases of 
accidental injury, on the date of execution 
shown hereon; for all other causes its effective 
date shall be 15 days later than said date. 

2. This ae shall cover only actual and or- 
dinary hospital expenses, exclusive of physicians’ 
fees and <i a nurses’ services, incurred dur- 
ing its term, and payments hereunder shall only 
be made direct to the hospital involved upon 
verified statement of charges, under oath if re 
quired by the company, and shall not exceed 
in any one week the amount payable as shown 
in the schedule printed hereon and made a part 
hereof and as indicated by the principal’s choice 
of accommodations and premiums paid. 


3. There shall be no restriction as to the 
number of times the assured may enter or re- 
enter a hospital during the term of this bond 


when such action is taken upon a physician’s ad- 


vice, given after the execution hereof, 

4. There is no limit to the duration of the 
assured’s stay in the hospital except as in con 
dition one hereof, but the liability of the com 
pany tor expenses shall not extend before the 
beginning hereof nor after the expiration hereof 

shall be valid unless 
of the company, within 
assured’s discharge from the 


No claim hereunder 
filed with th 


ten days 


home office 
after the 


hospital; and in the event that the assured re 
mail in the hospital during more than one 
calendar month, claim or claims must be filed 
with the company as above within ten days after 
the first ef each such calendar month 

( The company reserve the right in every 
case, before payment, to examine the hospitai 
history chart and the patient through its own 
physician and require the hospital authorities in 
charge of the case to certify as to all facts, 
charges, et 

] No payments shall be made hereunder for 
any dispensary service 

s This bond shall not cover hospital ex 
penses incurred by those afflicted with chronic 
incurable diseases; insanity or nervous. disorders; 
tuberculosis; drug addiction or alcoholism. 

9 This bond shall not cover maternity cases 
unk the date of execution hereof shall precede 
by at least 300 days the date of admission to a 
hospital 

10 The premium hereon must be actually 
paid to the company before any expense of any 
kind covered hereunder is incurred; and_ this 
bond shall be null and void if any such expense 
is incurred before the company shall actually 
have received the premium. 

11 In the event of a claim, the liability here 
under shall be only such proportion of actual 


hospital expense incurred as the premium hereon 
bears to the premiums on all valid and collectible 
insurance carried by the assured covering the 
same risk at the time the cause of claim arose. 

12. No claim hereunder shall be valid where 
any one of the assured hereunder has at the 
of execution hereof any illness or has been 
advised by any physician that he or she should 
have surgical or medical attention; nor any claim 
where any one of the assured hereunder has any 
impending ailment known to anyone covered 
hereunder which is not disclosed in the applica 
tion 

13. Payment hereunder shall be made only on 
behaif of the identical person or persons herein, 
as assured, and satisfactory proof of identity 
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A. R. BURKARDT APPOINTED 

The Metropolitan Casualty has ap 
pointed A. R. Burkardt as superinten 
dent of agencies with headquarters at 


55 Fifth Avenue. Mr. Burkardt com- 
menced his insurance career as 4s- 
sistant cashier at the Astor Branch 
of the New York Life in 1901, and 


joined the staff of the Ocean Accident 
in 1909, in charge of the Metropolitan 
accounts department. In 1921 he be 
came manager of the Brooklyn branch 
office of the Ocean Accident which po 
sition he now ) sosigns. 


SUN JOINS. NATIONAL BUREAU 

The executive committee of the Na- 
tional Bureau of Casualty & Surety 
Underwriters has accepted the applica- 
tion of the Sun Indemnity for member 
ship effective as of October 1. 





James F. Donohue, assistant superin- 
tendent of the accident and health de- 
partment in the New York office of the 
Commercial Casualty, was married last 
Thursday and a handsome set of silver, 


the gift of employes of the office, was 
given to the bride. 
and claim shall be required in every case, under 


dealing with evidence of attempt at o1 
actual substitution; and any misrepresentation o1 
any -attempt at substitution or fraud hereundet 
shall render this bond void from its beginning 

14 No claim hereunder shall be 
based on a es incurred by any 
60 years of 

15 This 
notice sent by 
the other at his 


the law 


valid if 
person over 


anal may be terminated by written 
cither party hereto addressed to 
last-known address; and termi 
nation shall be effective ten days after the date 
of such notice, at which date the liability of 
the company shall cease and determine, except 
that the company shall continue liable for any 
pending and valid claim. In the event of notice 
by the assured the premium shall be deemed 
fully earned In the event of notice by the 
company a pro rata unearned premium shall be 
refunded 

The schedule of premium rates and 
payments under the terms of the bond 
follow: 
Annual Limit of 
Payment 


Premiums 


by the 
Company 
Children Weekly to Hos 
under 16 Payments by pitals or 
years the Company Any One 
Adults — of age to Hospitals Person 
6.00 3.00 " Public Wards 28.00 360.00 
and 
7.00 3.50 Private Wards 35.00 450.00 
9.00 4.50 Private ew ards 42.00 540.00 
and 
10.00 5.00 Semi-Private 49.00 630.00 
Rooms 
12.00 6.00 Private 56.00 720.00 
14.00 7.00 Rooms 63.00 810.00 
15.00 7.50 70.00 900.00 
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DEVELOPING 


‘a and Surety Bends, Liability Workmen's 
Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE————— 


Mannshemttd Bonding and Insurance Company 


Paid-In Capital $1,500,000 





T. J. FALVEY, President 
Write For Territory 











Towner as Author 
Paints Gloomy Picture 


HIS) VIEW OF CIVILIZATION 





Must Get Away From Asiatic Stand- 
ards; a Plea for Return to 
Gospel Spirit 
R. H. Towner, of the Towner Rating 
Bureau of New York (makers of surety 
rates) is author of a 
book (two 


most interesting 
just published by 
G. P. Putnam’s Sons) bearing the title 
“The Philosophy of Civilization.” Mr. 
Towner reviews the and fall of 
civilizations (israel, 
Rome and Islam) and likewise 
shows that the rise of modern civiliza- 
tion followed from the same causes 
whereby all these ancient civilizations 
rose; and that its fall may be expected 
from the same factors which caused 
their fall. It is a continuous narrative 


volumes 


rise 
four ancient 


Greece, 


und demonstrates that Mr. Towner is 
not only a close student of history, but 
a keen observer. 


Mr. Towner calls attention to the low 


birth rate, “the selection of mothers 
having changed from favorable to un- 
favorable.” He sees a growing intol- 


erance, leading to “the extinction of all 
diversity and the denial of spiritual au- 
thority over individual conduct.” He 
finds this further evidenced “by the 
changed attitude toward private proper- 
ty and drink. So that everywhere in 
the English-speaking world rights of 
private property are greatly imperiled 
and may soon be lost; while whole 
states and nations have changed from 
the drinking religion of their Christian 
ancestors to an Asiatic prohibition of 
wine.” Another evidence of the decline 
of civilization “to Asiatic standards” is 
the desertion of the farms and decline 
of the pioneer spirit in seeking new 
lands on which to settle. Thus, the 
cities become more crowded; the rural 
centers losing population. 

Unless the evil factors can be stamp- 
ed out our civilization will fail. He 
concludes by saying that “faith in the 
gospel of Jesus will save men from the 
fatal error of reversing at the apex of 
civilization all of the factors whereby 
it rose.” 


— 


E. T. SHIPMAN MADE MANAGER 





Takes Charge of Casualty Business |p 
New York Office of Metropolitan 
Casualty 


The Metropolitan Casualty has ap. 


pointed Edward T. Shipman as man. 
ager of the New York City Office of the 
company. Mv. Shipman will handle 
the development of the casualty bus}. 
ness in this territory. His appoint. 
ment became effective October 15, ang 
is the first step in the actual estab. 
lishment of the company in the general 
casualty business in this field singe 
the control of the company was obtain. 
ed by the United States Fidelity @ 
Guaranty. 

Mr. Shipman commenced his insur 
ance career in the office of his father, 
F. E. Shipman, former vice-president 
and superintendent of the plate glags 
department of the Fidelity & Casualty, 
His early training was in plate glags 
insurance and in later years it was 
along production and executive lines, 
He was formerly connected with the 
New Amsterdam Casualty, the Massa. 
chusetts Bonding, the New England 
Casualty and later with the Travelers 
in New York, which company he 
leaves as assistant manager. 





MRS. BURTON MADE MANAGER 

Mrs. L. Hinnant Burton has been ap. 
pointed manager of the surety depart. 
ment of the Richmond branch of the 
U. S. Fidelity and Guaranty, succeed. 
ing P. M. Fitzgerald, resigned. The 
appointment was effective October 1, 
Mrs. Burton was for twelve years with 
the National Surety in Richmond, be 
ing assistant state manager a part of 
this period. 





W. G. E. Thompson, cashier and head 
of the accounting department of the 
Globe Indemnity is on a two weeks’ 
fishing and hunting trip in the Adiron- 
dacks, 
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Cash Capital $1,500,000.00 





FIDELITY and SURETY 
BONDS 





Accident, Health, Burglary, Automobile, 
Liability, Plate Glass and 
Workmen’s Compensation Insurance 


Great Eastern Dept. 


100 Maiden Lane 
New York 


Executive Offices 


830-836 Union St., 
New Orleans 
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EMPLOVES Ft INSURANC ; 
Nae FIDENTIAL eevee OSTIONS 


Conducted For Insurance People 
By Insurance People 


~ POSITION SECURING BUREAU — 


AN AGENCY OF. DISTINCTION 


CENTRAL INSURARCE EMPLOYMENT BUREAU | 









K. M. WEHINGER. % on mtb es RnrENDENT 
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| = Announcement = 
i = The GENERAL REINSURANCE CORPORATION (formerly the = 
ch) = General Casualty & Surety Reinsurance Corporation) begs to announce = 
ne a the following important changes in ownership, officers and policy: == 
—— a A controlling interest in the corporation has recently been pur- = 
7 at chased by a small American syndicate, in which Mr. J. G. White, Mr. C. == 
= H. Miller and Mr. Carl M. Hansen are largely interested. =a 
om a As making for simplicity and efficiency, the name has been short- = 
ot th = ened to GENERAL REINSURANCE CORPORATION. = 
ot = Under the new control and management, Mr. J. G. White has con- = 
‘% = sented to serve as President of the corporation, Mr. Robert VanIderstine >= 
— = assuming the Chairmanship of the Board. = 
of = Mr. Carl M. Hansen has been elected by the Board of Directors as = 
Aaron | = Vice-President and General Manager, and as such will supervise the == 
ail 2 corporation’s underwriting commitments and general business affairs. = 
= Under the new control and management, it will be the policy of the = 
=> corporation to develop gradually an organization which will assure to == 
\ = the corporation’s clients the best possible service and prompt attention = 
] a to all business details. = 
= The general policy of the corporation will be conservative, but its = 
= underwriting management will exercise that degree of liberality neces- = 
- = sary to meet all reasonable reinsurance requirements of its present and = 
ETY _ prospective clients. = 
a Temporarily, the corporation’s executive offices will be continued at 2 
mobile = 27 William Street, New York, where inquiries will have immediate and = 
ance careful attention. = 
“Wa GENERAL REINSURANCE CORPORATION = 
C. W. Gould - 
a Secretary = 
ed hes TT 
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